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EXPERIENCE 
of 2 O YEARS HAS 
.) YF TAUGHT US 


The most important essentials for lasting business, 
mutual profit, and complete satisfaction, are con- 
servative, fairly planned, and stabilized jobber poli- 
cies. 


Persistent adherence to sound policies on the part of 
manufacturer and mill supply distributor alike is the 
water which wears buying grooves to permanent suc- 
cess and profit. 


On this basis, the Condor Line has grown and made 
money for its distributors the past 39 years. 


A progressive jobber, backed by our cooperative 
merchandising and service plan, can sell an estab- 
lished line —like the Condor Line — by intelligent 
concentrated sales effort, and show a profit nine 
times out of ten even during slow buying periods. 


Let us give you full information about the Condor 
Line. Write for details of the Condor Franchise. 
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THE BOLT 
in the 


HAYSTACK 


For more than two years inventories have been 
shrinking. Jobbers’ stocks are at a minimum; 
manufacturers’ stock rooms are low; the rail- 
road store room carries no more than its im- 
mediate requirements. Finding the right bolt, 
the right nut, the right rivet when needed is 
often like trying to find the proverbial needle 
in the haystack. 

Short time buying is not economical, even 
for the purchaser, but such a condition is prev- 
alent. Upson realizes the futility of trying to 
change this practice and has done the next best 
thing—has maintained a full stock of its com- 


Bolts and nuts in all standard and special 
shapes, sizes, alloys and finishes. Standard and 
Special rivets of all kinds. Wire rope clips. Turn- 
buckles. Belt fasteners. Automotive and railroad 
special stems. Headed and threaded products 
Sor every use. Your specialties are our specialty. 


—/ 





plete line. More than five thousand items are 
available for quick shipment to supply houses, 
manufacturers and railroads. 

Yet this is just one phase of Upson Service 
—a service that involves the making of both 
standard and special items—a service that 
guides in the selection of the correct kind of 
steel and the proper heat treatment to meet 
specific needs—a service that helps design new 
items for special purposes so that production 
will be economical. 

You can find the needle in the haystack eas- 
ily. Just outline your needs to Upson. 
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ALBERT E. PAXTON 
Editor 


James A. CHANNON 
Associate Editor 


Henry W. Younc 
Pacific Coast Representative 


A Platform for 
Distributors 


1—ECONOMIZE 


By eliminating wasteful 
uneconomic practices. 


2—LOCALIZE 


By studying thoroughly 
the territory covered to 
determine the profitable 
trading area. 


3—SPECIALIZE 


By concentrating sales ef- 
forts on profitable items in 
known markets. 


4—ADVERTISE 


By developing a well- 
balanced program of 
publicity. 


A. M. Morris, General Manager. 
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CHICAGO OFFICE 
520 N. Michigan Ave 


NEW YORK OFFICE 
330 W. 42nd St. 


CLEVELAND OFFICE 
Guardian Building 


Mill Supplies is in its 
twenty-second year of serv- 


ice to the mill supply field 
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From left to right: 


MILL SUPPLIES 


"A. SERIES 


Fig. 108-A Standard Bronze Angle Valve, Fig. 106-A Standard Bronze Globe Valve, Fig. 110-A Standard 


Bronze Cross Valve, Fig. 117-A Standard Bronze Horizontal Check Valve, and Fig. 118-A Standard Bronze Angle Valve. 


INTERCHANGEABILITY 
that appeals to the valve buyer 


UYERS of valves are always 

interested in learning that a 
Fig. 106-A Jenkins Standard 
Bronze Globe Valve and the cor- 
responding valves in angle, cross 
and check patterns are made to 
limit gauges on an interchange- 
able basis. 


The bonnet or the packing nut 
or any other part of one Fig. 
106-A will fit perfectly any other 
Fig. 106-A of the same size. In 
fact, the bonnet and trimmings of 
a globe valve are interchangeable 
with the bonnet and trimmings of 
the angle and cross valves of the 
same size. 


Jenkins interchangeability and 
other valve features are being 
brought to the attention of pros- 
pective valve buyers everywhere 
by Jenkins Service Representa- 
tives who make hundreds of calls 
every day. These advantages are 
also being constantly explained 
and emphasized in Jenkins adver- 
tising appearing regularly in the 
leading business, technical and 
trade publications. 


Sales promotion effort such as 
this is a distinct aid to the mill 
supply house. By reaching and 
influencing engineers, contractors, 
purchasing agents, superintend- 


ents, and other valve purchasers, 
and by constantly directing these 
buyers direct to you, it is helping 
you make valve sales. 
JENKINS BROS. 

80 White St., New York, N. Y.; 510 Main St., 
Bridgeport, Conn.; 524 Atlantic Avenue, Boston, 
Mass.; 133 No. Seventh St., Philadelphia, Pa.; 
646 Washington Blvd., Chicago, Ill.; JENKINS 
BROS., Limited, Montreal, Canada; London, 


Eng. Factories: Bridgeport, Conn.; Elizabeth, 
N. J.; Montreal, Canada. 


Jenkins 


BRONZE IRON STEEL 


VALVES 


Since 1864 
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A Yardstick for Measuring 
Sales Results 


The final of a series of statistical articles giving basic 
facts on the manufacturing industries 


N the pages immediately following ap- 
pear statistics concerning the manu- 
facturing industries for the Mountain 

States, West North Central States, and Pa- 
cific Coast States. This concludes the statis- 
tical information for the entire country, pre- 
vious issues having carried the facts about 
other sections. 


Now, for the first time, distributors have 
available to them, in convenient form, suffi- 
cient data on the manufacturing industries to 
enable them to lay out sales territories on a 
scientific basis and check sales results accur- 
ately. 

No longer must a distributor rely upon 
guesswork in determining the extent of his 
territory. With the facts made available by 
MILt SUPPLIES, it is a comparatively simple 
matter for him to tell how far it will pay him 
to go in developing business. In many in- 
stances, distributors will find that they are 
trying to cover too much territory, in others 
too little. Thus, either by the contraction or 
expansion of territory, as the case may be, a 
distributor may improve his position mate- 
rially. The statistics on manufacturing estab- 
lishments by type of industry should prove 


invaluable in the selection of lines and the de- 
velopment of specialized sales programs. 


Sales managers and salesmen will find 
these data of practical value in comparing 
sales results with sales potentials and in 
checking prospect lists against the total num- 
ber of plants within their territory. 


There are many ways in which these sta- 
tistics can be put to practical use by indi- 
vidual distributors and manufacturers and it 
will be the purpose of future articles to ap- 
pear in Mitt Suppties to indicate the prac- 
tical application of them. 


Satisfactory sales results depend to a large 
extent upon intelligent sales planning. The 
statistical information given in this issue and 
previous ones is essential to planned selling 
and it is hoped that distributors will make use 
of it, not only as a guide in laying out logical 
territories and promoting sales within them, 
but also as a yardstick for measuring the re- 
sults attained. 





This is the concluding article in a series giving statistical data con- 
cerning the manufacturing industries in the United States. The coopera- 
tion of the Department of Commerce and other agencies which made 
possible the presentation of these facts is acknowledged with thanks. 
A booklet covering Mitt Suppties Market Determination Plan and sup- 
plemental information on certain of the service industries may be had 
on request. 









MOUNTAIN STATES 







LEGEND 


Counties having 200 or more 
establishments. 


BS Counties having from 150 to 


200 establishments. 





Counties having from 100 to 
150 establishments. 











Counties having from 74 to 
100 establishments. 














&. Counties having less than 74 


establishments. 


Composite Statistics for the Mountain States 


Total for 8 States eet 










Number of Manufacturing Establishments ...........+.eeeeeeeeeeeees 4,318 2.05 
Cost of Materials, Fuel and Purchased Current.............ccceeeeees $794,523,509 2.08 
Wee Cie DE UIICUNNOED FOIIIGES «ccc 0 ccc cciccccctvccecewccesecseceesse $1,217,133,970 1.73 


Rated Capacity of Power Equipment.............eeceeeceeecceeeeeees 920,739 H.P. 2.15 
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Statistics for State as a Whole 


Number of } Manufacturing E stablishments. 
Cost of Materials, Fuel and Purchased Current 
Value of Manufactured Products 

Rated Capacity of Power Equipment 





Number of Cost of 
Manu- % of Materials, % of 
COUNTY facturing State Fuel, and State 
Establish- Total Purchase 1 Total 

ments Current 
Silver Bow.. ; ‘ 60 10.3 3.2 
Cascade , 51 8.8 47.3 
Yellowstone aie'sems 48 8.2 3.3 
Flathead. . Senate 42 7.2 1.7 
Missoula. . : 34 5.8 2.0 





“Manufactur turing rE stablishments i in remaining Ce ounties : Lew is and Clark, 2 








not inc lading machinery. IV. Forest products. Leather and its mz _ vctures 


NEVADA 


Statistics for State as a Whole 





Numbe r of Manufacturing E stablishments. , 

: ost of Materials, Fuel and Purchased Current 
Value of Manufactured Products 

Rated Capacity of Power Equipment <a 











| Number of Cost of 
Manu- | % of Materials, % of 
COUNTY facturing | State Fuel, and State 
Establish- Total Purchased Total 

ments Current 
Washoe 51 41 5 25 8 
Elkoe 12 9.8 2.5 
Churchill ai 9 7.3 398,! 529 2.9 
Clark.. ; 9 7.3 581,441 4.2 

Manufacturing Establishments in remaining Counties: Ormsby, 6; Pershing, 5; Nye, 


| Number of Cost of 
Manu- % of Materials, % of 
CITY COUNTY facturing County Fuel and County 
Establish- Total Purchased Total 
ments Current 
Reno Washoe ; 40 78.5 $1,982,626 55.4 





7; Gallatin, 23; 


MONTANA 


Detailed Statistics for Principal Counties 


Value of 
Manufactured 
Products 


$9, =. 815 ) 





Lincoln, 22 


Detailed Statistics for Principal Cities 


Rubber products 


Detailed Statistics for Principal Counties 


Value of 
Manufactured 
Products 


$6,724,151 
812,994 
540,755 
1,387,858 


4; All Other, 27. 


Detailed Statistics mn Principal Cities 


Value of 


Manufactured 


Products 


$3,424,402 


; Deer Lodge, 2 


Value 





247,95 
760, 168 HH. P. 


Percentage 
of Total 


Rated H.P. | 


% of Capacity | %of 
State of Power | State 
Total Equipment | Total 
3.7 3,477 | 2.1 | 
| £2.9 29,226 | 17.3 | 
| 3.6 5,840 | 3.4 | 
2.4 6,125 } 3.6 | 
3.1 } 10,535 2 7 


Vil 


dustries. VIII. Chemicals and allied products. IX. Stone, clay and glass 2 oatgeres 
XI. Tobacco manufactures. XII. Machinery, not including transportation equipment. XIII. 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. XVI. Miscellaneous industries. 


Musical Instruments and phonographs. 


Value 





3 067 H P. 


1; Fergus, 21; 








All Other, 234. 


Number of Cost of Rated H.P. | 
Manu- % of Materials, % of Value of % of Capacity % of 
CITY COUNTY facturing County Fuel and County Manufactured County of Power | County 
Establish- Total Purchased Total Products Total Equipment Total 
Current 
Anaconda. Deer Lodge ; 13 62.0 6 3 686, 866 2.4 1,610 | 2.0 | 
Billings Yellowstone 40 83.3 52.9 5,018,447 55.6 3,031 52.0 
Butte Silver Bow. 50 83.3 40.5 4,916,188 53.5 2,216 63.8 
Great Falls Cascade 40 78.5 7.2 9,864,729 9.5 7 17.9 | 
Helena... Lewis&Clark. 24 88.9 4.5 1,389,013 8.8 486 o.F | 
Missoula.....| Missoula.... 21 61.8 50.0 3,099,176 40.8 3,208 30.4 | 
County Statistics for Manufacturing Establishments by Type of Industry 
| | | | | | 
COUNTY | I II | Ill | IV V VI VII VIII | IX x XI XII | XIII} XIV | XV XVI 
Silver Bow...... 33 2 3 8 | 3 | 4 1 1 3 4 2 
Cascade 23 | ; 3 | dt] 2 | 4 4 l 2 3 | 1 
Yellowstone. .. 25 1 | 3 l 7 | l l l 2 | l 
Flathead. F 11 17 5 2 1 l 1 
Missoula. . 12 1 1 2 2 1 1 3 1 
Remaining 51 Counties 154 55 2 73 18 13 3 ] 3 23 
Total ‘Plants. 258 1 2 85 3 108 28 25 10 5 10 $7 5 
*Key To Industry Groups. I. Food and kindred products II. Textiles and their products. Il. Tron and Steel and their poole, | 


Paper, Printing and related in- 
X. Metals and metal products, other than iron and steel. 


Percentage 
| of Total 


| for U.S. | 
| 06 | 
04 
05 
| .10 


|| Rated H.P. | 


%, of Capacity % of 
|} State of Power State | 
Total Equipment Total | 
19.9 8,369 19.4 | 
2.4 481 1.1 
1.6 471 :.2 
4.1 3,402 7.9 
| 
| 
Rated H.P. 
% of Capacity % of 
County of Power County 
Total Equipment Total 
51.0 1,863 22.2 





AUGUST, 


1932 

















County Statistics for Manufacturing Establishments by Type of Industry* 

















COUNTY } © | | WI | iv | Vv | VI | VII | vin XV 
—* Peer re eee ee . 2 ae Saeracsiork } "| ae | mineeerd 8 2 
et tags sed i ite one: Be aes) eee: 6 
Churchill Renta adieiy ewe cbc 3 ee Bicbision OES HERP fe owees 2 1 
see a pS Eee enpees roma Binoy ae 
| Remaining 13 Counties. . | 17 geet Joceee lewceea Esia< ve biaaeren 12 | oes sees Ul |...... 
Total Plants........... ee ines Saase | 8 | 1 | fepegm 27 | 4 6 Bh cscs 3 Ore EE 21 2 
































*Key To Industry Groups. I. Food and kindred products. II. Textiles and their products. III. Iron and Steel and their products, 
not a machinery. IV. Forest products. V. Leather and its manufactures. VI. Rubber products. VII. Paper, Printing and related in- 


dustries. VIII. Chemicals and allied products. IX. Stone, clay and glass ——. R.- Metals and metal products, other than iron and steel. 
XI. Tobacco manufactures. XII. Machinery, not includin; transportation e ment. XIII. Musical Instruments and phonographs. 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. I. Miscellaneous industries. 


NEW MEXICO 














Number of | | Cost of | l Rated H.P. 
Manu- | %of | Materials, % of || Value of % of Capacity % of 
COUNTY facturi State Fuel, and State Manufactured State of Power State 
Establish- | Total Purchased Total roducts Total Equipment Total 

ments | 1} Current 
Serer eee ones 47 } 18.7 } $4,446,440 | 42.6 $9,053,719 41.7 6,416 27.8 
Chaves. . Sindee a-ak eae a 22 8.8 } 776,703 7.4 | 1,376,321 6.3 1,760 7.6 
McKinley.. Satan eileaes : 19 | 7.6 \| 269,680 2.6 885,724 4.1 2,329 10.0 
San Miguel . advance ated 16 | 6.4 1] 280,350 ee, | 660,637 3.6 652 2.8 
| Otero. rade s bate tibstite “mT 5.6 1,332,802 | 12.7 || 2,740,729 12.6 4,342 18.8 
! | I 


| | | | 

| Number of | * _ Cost of . HP. | 

| Manu- | %of Materials, % ot Value of % of acity % of 

CITY | COUNTY facturing | County Fuel and Count Manufactured | County ower County | 

| | Establish- Tota | Purchased Tota Products Total Fak ne Total | 

| ments | Current | 

| Albuquerque..| Bernalillo... 41 87.3 $2,603,009 | 56.0 | $5,715,761 | 63.1 4,074 63.5 | 

| | 

- | 

| 

jounty Statistics for Manufacturing Establishments by Type of Industry* 

—— ——— os ; : 7 | 

cou N’ NT Y I II Ill IV v | vi j vi | vu | Ex = | 2 | XII | XIII | Riv} XV | Xvi! 

cp -mammaarmaamiriats cmmmmamed| aaeenoe mms eae: ae a ems, } | | | } 
| Bernalillo RIES aa MEER eee: 6 _ ) iz )] Ser = ieee es ee as ei ee 
Chaves. Saxateacwe | eee es 1 g aeeeee 3 | 3 eee Be DRE eae Peeve Gi Rieckas 
McKinley : araled 8 saycaces 1 Crepes! Aen 1 levees fer Jeseeee | AO See | TPaan fs See 

3 eer | | 2 eer Seen | | ee ere / 5 S.No | PE ee Seen, eae ee Rares sae 
Otero ' FS eee al RSG oe 1 © fveens ee |eeeees[eeeeeeleeeeeefeeeees Bile arses 

Remaining 26 Counties. 49 Sy abisinete ee alent | 25 | we ees ee i pase aioe 6| i] 

~ Total Plants...........| 88 5 ee eS ae 5 ee mi @) fF Si... | 1 | eee | RARE! u| 1 

} | 

*Key To “Industry Groups. I. Food and kindred products. II. Textiles and their products. III. i? and Steel and their roducts, | 
not including machinery. IV. Forest products. V. Leather and its manufactures. Vi, Rubber products. VII. Paper, Printing and related in- 
dustries. VIII. Chemicals and allied products. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 
XI. Tobacco manufactures. XII fachinery, not including transportation owe ment. XIII. Musical Instruments and phonographs, 

XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. ‘I. Miscellaneous industries, 


| 
| 
| 


| 


Percentage 
Statistics for State as a Whole Value ot Total 
a a. ang uo 06 Kale & od Oe SOL Sic ere Klein. ek eenawere eee alaweealnwrceueee 251 -12 
a UIE «5 5.6 0 bc ope 8 61 soo 06 0 0s, Ub os 6 0:6. 0:0'pie bop e-¥'606i80' vin eeeeaeen $10,484,960 .03 
eal crea as eh ocsbrac ba ap Sal Wiaain bo aren ee BES a wine Gata a weatecabmmiale manelweees $21,760,361 .03 
a hn a hg vcigrvl- ora aDs We BURL. PW eaa wl wm Raed al Sloe Siac ane aie pelo miorarermcletialeete 23,134 H.P. .05 





Detailed Statistics for Principal Counties 





























~ Manufacturing —E stablishments in remaining Counties: Colfax, 12; Curry, 12; Grant, 10; Eldy, 9; Dona Ana, 8; All Other, 82. 


Detailed Statistics for Principal Cities 





















































__ WYOMING 











| 

. | Percentage | 
Statistics far State as a Whole | Value of Tota 

| for U.S 

~ Number « of Manufact turing E stablishments. agi he ra taererd Wikio, aaa Rata W Seni iieis are able Ritcleraw. lave eee | 251 | .12 

i OE Oe } $63,516,935 my 

Ce rl aS a Wnty Scalp gee Bm kw ox wns ald bow Ki nee Piaee OUELD e | $96,466,461 

a a a, i, -as-oigs Gtk 4 09-O'O WO) @ WSL O'S. rawr 9: a'e WAS Wd © 410: 'wceio:o: 0 ararae Note 0 biereiare eS ececaiaer | x H.P. | 
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i. | 
| Detailed Statistics for Principal Counties 
Number of | Cost of 1} || Rated H.P. 
, Manu- % of Materials, % of | Value of | %of i Capacity | %of 
COUNTY | facturing tate | Fuel, and State || Manufactured | State || of Power | State 
Establish- Total || Purchased Total f Products | Total | Equipment Total 
ments | Current | | _| 
Sheridan................... 30 12.0 || 3: | 5.3 $4,926,739 | 5.1 || 2,503 | 5.4 
ERS. cagaeehee ne eeh eens 26 10.4 ! 5.1 5,641,686 | 5.8 | 6,525 | 14.0 
MN v5 oicaiors Varian eons | 14 5.6 || 3.9 4,317,087 4.5 || 2,972 | 6.4 
I nous: cie-p-pav ac stesiers eG | 12 4.8 ry ‘018,076 | 6.3 6,978,403 7.2 3,498 7.5 
Re re ee | 12 4.8 617,242 ] 1.0 1,015,564 1.1 480 1.0 
| Manufacturing Establishments in remaining Counties: ‘Sweetwater, 1; 1; Lincoln, 1¢ rT ); Park, 9; Weston, 8; All Other, 119. ae - 
| County Statistics for manuiastusing Establishments wal bai sud of ae” 
| COUNTY } rt | wm | mt { iv V vi | vit jvm} ix | x ¥ XI | MI] KT | Xv | ‘XV | XVI 
| SS a a ee | - -! SS) |] eh ees = a —| ————— 
| as 1 1 i liesuas | 1 | 
| 3 2 | 3 | 2 
1 | 1 1 2 | 
| 4 2 2 | .| 
4 | 1 
| 2 | 31 11 3 2 | 3 | 1 | 1S eee 
as deat Teese) Eee | MS ee se ao: een head IMiakaaae: 
| 2 48 18 9 2 5 t) aS] 








*Key To Industry Groups. I. Food and kindred products. II. Textiles and their products. III. Iron and Steel and their products, 
not including machinery. IV. Forest products. V. Leather and its manufactures. VI. Rubber products. VII. Paper, Printing and related in- 
dustries. VIII. Chemicals and allied products. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 
XI. Tobacco manufactures. XII. Mac hinery, not including transportation equipment. XIII. Musical Instruments and phonographs. 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. XVI. Miscellaneous industries, 


ARIZONA 








Statistics for State as a Whole of Total 


for U.S 





Number of Manufacturing Establishments 


| Percentage 
| 






































Cost of Materials, Fuel and Purchased Current...... Bree ace sean $135 36 
Value of Manufactured Products............+++-... ; P S19 .28 
| Rated Capacity of Power Equipment.................. PES eR eee Rehr swatnaie 180,550 H.P. 42 
} 
| 
Detailed Statistics for Principal Counties | 
pleas one: a ¥ T 
| Number of Cost of | Rated H.P. | 
| lanu- % of Materials, % of } Value of | % of Capacity | % of 
COUNTY facturin, State Fuel, and State | Manufactured | State || of Power | State 
Establish- Total Purchased Total Products Total || Equipment Total 
ments Cc urrent | | | | 
a oa esa vw Sibe eleven 139 40.0 $14, 119, 500 10.1 11.8 14,071 7.8 
OE fone anc taamabsoce 49 14.1 2'299'562 16 || 2.7 4:474 2.5 
SS vi a). way 5c, avecnsace 27 7.8 54,245,177 38.9 | 29.8 54,506 30.2 
ES Siiwin' dc & conSe eee eRe 23 6.6 11,901,352 8.6 17.2 36,362 20.2 
ats A a aS ae ane ener 18 5.2 42,175,486 | 30.2 25.0 31,788 17.6 
ee eee ee = a : 
Manufacturing Establishments in remaining Counties: Navajo, 17; Yuma, 15; Coconino, 13; Santa Cruz, 11; Graham, 6; Mohave, 5. | 
” | 
Detailed Statistics for Principal Cities | 
———=— — es —— — = — es — —————————— = = 
Number of | Cost of | } | Rated H.P. | 
Manu-,_ % of Materials, % of | Value of % of || Capacity % of 
CITY | COUNTY facturing County Fuel, and County || Manufactured | C ounty | of Power County 
| | Establish- Tota Purchased Total Products | Total | Equipment Total | 
| ments Current | | | 
Phoenix..... Maricopa... . 99 71.3 | $6,948,170 | 49.0 $13,572,380 52.6 | 8,123 §7.9 
pe | are 43 87.8 | 1,823,958 $1.8 4,568,980 84.2 1] 3,664 $2.0 | 








_ County Seneieiies for Manufacturing Sete by Type of Industry* 











COUNTY | J IL III IV V VI | VII | VIII IX xX XI Zit | MUM |} XIV | XV XVI 
SII Corsa saiweank ae 44 1 4 5 1 21 | s 10 1 ; 4 l 3 4 
| See rt ener ae ss: scareiteiness 1 2 10 | 2 5 1 2 eer 
EN ee EL jos ceolecsoseleces. 7 3 1 2 ‘ BP As. acetates 
,. _ Pe } 11 |... ccclececes 1 3 2 1 2 1 2 | | 
| Gila. iat EE boaarcadeaswod 2 3 2 3 1 l 
| Remaining 6 Counties... | eee See 15 12 4 2 1 4 
Total Plants........... 137 1 | 4) 23- 4 56 21 iz} 9 8 io} Ses oe 














*Key To Industry Groups. I. Food and kindred products. _ II. ‘Textiles and their products. III. Iron and Steel and their pradaaets, 
not taciading machinery. IV. Forest products. V. Leather and its manufactures. VI. Rubber products. VII. Paper, Printing and related in- 
dustries. VIII. Chemicals and allied seems. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 

XI. Tobacco manufactures. XII. Machinery, not including transportation aes XIII. Musical Instruments and phonographs. 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. Miscellaneous industries. 
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on | | Percentage 
Statistics for State as a Whole Value of Total 
| | for U.S 
Number of Manufac turing E stablishments 2 ewe 56 .27 
Cost of Materials, Fuel and Purchased Current ; reed $52,131,077 .14 
Value of Manufactured Products - ita serAravacatee Sita: actin | $96,682,764 56 
Rated Capacity of Power Equipment. ms ance ie ceveccencs | SGN aELE. | .25 
_ Detailed Statistics for + ieee Counties 
{ 
Number of Cost of | Rated H.P. 
Manu- % of Materials, % of Value of % of Capacity | % of 
COUNTY facturing State Fuel, and State Manufactured State of Power | State 
Establish- Total Purchased | Total Products | Total |; Equipment Total 
ments Current | 
| Ada 54 9.6 5.0 $5,301, a 5.5 | 4,107 | 3.9 
Canyon 36 6.4 10.9 7,518 7.8 3,106 | 2.9 
Kootenai 34 6.0 | 6.0 0,150,: 38 10.5 15,051 | 14.2 
Bannock 33 5.9 10.0 7,816,018 8.1 10,090 | 9.5 
Latah 33 5.9 2.1 4,709,431 4.9 7513 | 7.2 
| Twin Falls 31 | §.5 4.0 3,013,988 3.1 1,040 1.0 








Manufacturing Establishments in remaining C ounties: Nez Perce, 27; Bonner, 24; eeaera9 21; Benewah, ‘17; Bingham, 16; All Other, 238. 


Detailed Statistics for Principal Cities | 


Number of | Cost of Rated H.P. 














Manu- % of Materials, % of Value of % of Capacity % of 
CITY COUNTY facturing County Fuel and County Manufactured County | _of Power County 
Establish- Total Purchased Total Products Tota Equipment Total 
ments Current 
Boise Ada 45 83.4 $1,636, 288 63.1 $3,200,057 60.4 1.212 | 29.5 
Pocatello Bannock... 21 63.7 3,326,172 63.8 5,726,774 73.3 7,927 78.6 
| 
County Statistics for Manatenwneing Establishments by Tree of Suductey” 
COUNTY I II III IV Vv MI VII VIII IX x XI XIT | XIII | XIV XV | XVI 
Ada 19 3 3 1 7 1 3 1 2 1 1 
Canyon 21 2 7 1 1 1 | 1 
Kootenai 8 14 2 1 1 1 1 
Bannock 23 3 5 2 1 : : at ee 
Latah 8 13 4 3 1 
Twin Falls 14 1 6 1 i 
Remaining 38 Counties 129 84 51 3 4 2 1 5 6 
Total Plants 222 4 | 119 82 6 12 3 2 11 3 11 


*Key To Industry Groups. I. Food and kindred products. Il. ‘Textiles and their products. Ill. Iron and Steel and ‘their products, 


IV. Forest products. V. Leather and its manufactures. VI. Rubber products. VII. Paper, Printing and related in- 
als and allied products. IX. Stone, clay and glass ee. X. Metals and metal products, other than iron and steel. 


Tobacco manufactures XII. Machinery, not including transportation errs. XIII. Musical Instruments and phonographs. 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. 


VI. Miscellaneous industries. 




















— ie Percentage 
Statistics for State as a Whole Value of Total 
| for U.S 
~ Number of | Manufac ve pe E st ablishments. .31 | 
Cost of Materials, Fuel and Purchased Current stots beta ae oa $159,191,176 | .43 
Value of Manufactured Products $216,529,294 | 31 | 
Rated Capacity of Power Equipment 123,697 H.P. .29 
| | 
Detailed Statistics for naman 0edh Counties" 
Number of Cost of | | Rated H.P. 
Manu- % of Materials, % of Value of % of Capacity | % of 
COUNTY facturing State Fuel, and State Manufactured State of Power | State 
Establish- Total Purchased Total Products Total Equipment | Total 
ments Current 
Salt Lake 292 44.7 { 723.061 62 5 $1 31, 711, 487 60.7 59,580 48.3 
Utah “74 11.3 §.5 15,263,195 7.0 15,507 12.6 
Cache 37 §.7 3.7 8,668,948 4.0 4,917 | 4.0 
Box Elder 20 3.1 11 2,853,384 1.3 5,010 4.1 
| Davis 14 21 2.8 6,400,170 3.0 3,834 3.1 


ablishments in remaining Counties: Sanpete, 13; Sevier, 13; Millard, 10; All Other, 181. 
for Weber County omitted to avoid disc osing data for individual establishments. 
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Detailed Statistics for Principal Cities 











*Key To Industry Groups. I. Food and kindred products. 
not including machinery. IV. Forest products. V. 
dustries. VIII. Chemicals and allied products. 
XI. Tobacco manufactures. . Machinery, not including transportation equipment. 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. XVI. 


COLORADO _ 


Statistics for State as a Whole 





II. ‘Textiles ‘and their an “TI. 
Leather and its manufactures. VI. Rubber products. VII. 
IX. Stone, clay and glass products. 
. Musical 
Miscellaneous industries. 





~ Number | of Manufacturing E stablishments : 
Cost of Materials, Fuel and Purchased Current . 
Value of Manufactured Products 

Rated Capacity of Power E quipment . 


Detailed Statistics for Principal Counties 









Number of Cost of 

Manu- % of Materials, | % of Value of % of 
COUNTY facturing State Fuel, and State Manufactured State 
Establish- Total Purchased Total Products Total 

ments Be. urrent | } 
Denver... | 781 | 50.6 | 45.6 “$1 44,664,7- be 47.5 
Pueblo... : 84 5.4 | 20.2 & 997,65 18.4 
El Paso... “a ; 69 4.5 | - 508! 3 j 2.5 
Larimer 50 3.2 7 631, "228 | 4.2 13.296. 364 | 4.4 
Weld. 50 | 3.2 8,993,794 4.9 13,582,776 | 4.5 
Boulder 37 2.4 3,639,954 2.0 6,366,986 2.1 
Otero.... 34 | a2 4,475,764 | 2.5 7,127,828 2.3 
Las Animas 31 } 2.0 1,839,577 | 1.0 3,344,791 5.3 
a 30 1.9 1,788,720 | 1.0 2,863,052 9 


Manufacturing Establishments in remaining Counties: Fremont, 23; Adams, 20; Delta, 19; Prowers, 19; Routt, 17 


Detailed Statistics for Principal Cities 





Number of Cost of 
Manu- % of Materials, | % of Value of % of 
CITY COUNTY facturing County Fuel and | County Manufactured County 
Establish- Total Purchased Tota Products Total 
ments Current | 
| Boulder Boulder nae 17 : 46.0 9.3 $ 828,913 13.0 
Colorado Spgs. El Paso 55 x ee 80.1 4,948,810 65.7 
Denver Denver 781 100.0 00.0 144,664,746 100.0 
Greeley....... Weld 22 44.0 1,2 13.4 1,935,244 14.3 
Trinidad ... Las Animas. 25 80.6 1, 149, 145 | 62.5 2,036,363 60.8 
Genety Statistics for ‘onntesening Establishments by Type of Industry* 

COUNTY | I II mi Iv V VI VII VIII | IX X XI XII 
Denver hi ee ares 189 34 17, “42 17 5 148 42 44 41 3 60 
Pueblo... ; ‘ “er 31 3 7 6 2 13 6 5 3 3 5 
El Paso. . ; 33 2 |... 5 12 5 6 1 
Larimer P ; ail 27 ; : 2 9 ; 3 1 
Weld Pe | 34 ‘is 1 1 7 3 | 2 1 
Boulder. . ; 24 . 2 1 10 1 1 1 
a eee eee ee om Ae | 6 1 1 1 
Las Animas.... ce |... : | 3 4 4 2 

Mesa 19 1 ‘ | 2 fi 2 1 
Remaining 54 C ‘ounties. 183 1 64 79 10 13 2 11 
Total Plants a : 574 40 28 126 19 5 292 74 75 47 6 83 

*Key To Industry Groups. I. Food and kindred products. II. Textiles and their products. ITI. 


not including machinery. IV. Forest products. V. Leather and its a. VI 
dust ries. VIII. Chemicals and allied products. IX. Stone, clay and glass products. 

. Tobacco manufactures. XII. Machinery, not 
XIV. Transportation equipment, air, land and water. XV. 


Rubber products. VII. 


Musical 


including transportation equipment. XIII. 
Mise eimades industries. 


Railroad repair shops. XVI. 





; Jefferson, 16; 


| XIII 


Paper 
X. Metals — metal products, other than iron and steel. 
Instruments and phonographs. 


Number of Cost of Rated H.P 
; Manu- % of Materials, % of Value of % of Capacity 
CITY COUNTY facturing County Fuel and County Manufactured | County of Geos 
Establish- Total Purchased Total Products | Total Equipment 
ments Current 
Ogden.... Weber.. 83 $19,064,613 bs 10, 790 
Provo.. ..| Utah 27 36.5 13.7 2,362,025 15.5 2,524 
Salt Lake City, Salt Lake. 263 93.3 23.0 43,255,519 32.9 19! 690 
County s Statistics for Manufacturing Establishments by ba pe of Industry* 
COUNTY I mam | IV | V VI VII VIII IX = |} 2 XII | XII | XIV | XV 
Salt Lake..... ‘ ; 83 13 7 11 2 53 | 13 | 13 15 | 1 15 1 
... eee caeiiae 35 2 2 | 2 | 7 | 4 | 2 1 1 
Cache fee ee 18 4 Seer 3 ale 1 1 
ON” SS ere eee 12 1 = 2 | 3 
Davis.. | ae ‘ } 1 | | A 
Remaining 24 Counties. . 111 4 1 14 29 7 | 10 | 4 | 2 3 1 
; Total Pimete.........<. 269 24 | 10 31 2 96 24 29 21 | 3 | 19 | 3 1 


and phor 


of 


| Pere 
for 


Rated H.P. 
Capacity 
of Power 
Equipment 


60,762 

| 55,310 
3,587 
24,084 
9,052 

4, 696 





779 
O58 


Rated H.P. | 
Capacity 

of Power 
Equipment 


530—s| 
2,019 | 


XIV X 


> 


| 12 


. Printing and 


% cf 
County 
Total 


XVI 


te 


Iron and Steel and their products, 
Paper, Printing and related in- 
X. Metals and metal products, other than iron and steel. 
Instruments 


1ographs. 


entage 
¥ _ 
U. 

.73 

48 

43 
.53 


% of 
State 
Total 


All Other, 265. 


% of 
County 
Total 


neonw 


1 
5 
10 
1 
23 


Raoee 


Vv XVI 
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Iron and Steel and their products, 


related in- 
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STATES 





LEGEND 

















Counties having 200 or more establishments. Y Counties having from 100 to 150 establishments. 











RS Counties having from 150 to 200 establishments. 228 Counties having from 74 to 100 establishments. 


| Counties having less than 74 establishments. 


Composite Statistics for the West North Central States 


Total for 5 States Percentage of 








| U.S. Total 
Number of Manufacturing Establishments... ..........0.cceeeeeeeees 10,118 | 4.81 
Cost of Materials, Fuel and Purchased Current..............0+eeeeees $1,828,633,670 | 4.77 
WOES Gr DEARUINCTUIIER PROCEED 6 5 cc ccicccccecccceccscdaoncccecncces $2,712,017,887 | 3.86 
Rated Capacity of Power Equipment.......... ccccccccccccccccccccces 1,189,445 H.P. | 2.78 
| 
12 
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| 
: rn as ey 
arcenta, 
i Statistics for State as a Whole Value of Tota 
3 for U.S. 
| Number of Manulacturimg Matebiaimenes. .... ....... cc cccecceccsccccccccceceseeess Siena clk ea ienta bier 4,319 2.05 
Re Oe i Ce I RUINS oan. o.oo cic ein cree os 00: 5'0:00'06)sinwcreiniee 6 o10.0.0 0106 bin we we ew arene $769,477,057 2.01 
oe ge esac aw seni nk aceretenainat bse We wate 616s Bogard cable NANI MARIS $1,171,710,384 1.67 
ee a a rags oss gv ran gna arriseu nig hu oe ow 1s ces GUS sa) sriesbow! eek ecalarmsa re anelardiere.e oleresis sn elia 597,998 H.P. 1.40 
| er ave _— 
| 
Detailed Statistics for Principal Counties 
> | Number of Cost of Rated H.P. 
: Manu- % of Materials, % of Value of % of Capacity % of 
COUNTY facturing State Fuel, and State Manufactured State of Power State 
| Establish- Total Purchased Total Products Total Equipment Total 
ments Current 
ere 1,259 29.1 $221,708,534 28.8 $379,247 ,943 32.3 205,782 34.4 | 
a 656g -b: Wire; wade wales 667 15.4 107,953,308 14.0 212,409,920 18.1 105,188 17.6 | 
ee ee 255 5.9 38,873,316 5.3 67,993,960 5.8 81,118 13.6 
Sais ave ccuce aie acecacaeee voce ank 107 2.5 10,926,232 1.4 15,633,219 1.3 7285 . 
INT v6: eichauw.-s-0:6 onelgre ust 82 1.9 16,828,378 2.2 23,782,861 2.0 10,555 1.8 
sae ee dina Sea aoe 75 1.7 15,287,895 2.0 20,950,399 1.8 8,460 1.4 } 
OT er 61 1.4 8,354,265 1.1 11,294,941 1.0 4,189 7 | 
a 59 1.4 5,414,627 a 6,721,360 .6 2,084 3 
|. ONE SERPSS Seaeae eres 52 1.2 8,165,982 1.1 11,419,999 1.0 4,406 7 
I a. <6 anaGietdse (o;axasgoteacbin 51 o.2 16,737,226 2.2 20,137,284 4.7 4,258 7 | 
Manufacturing Establishments in remaining Counties: Brown, 48; Wright, 47; Steele, 46; Olmsted, 44; Polk, 42; All Other, 1424, iii 
| 
| Detailed Statistics for Principal Cities 
\ |=—— — — —————— a — — | 
| rT ri | 
| Number of Cost of | Rated H.P. 
Manu- % of Materials, %ot | Value of % of a ity | %ot | 
| CITY | COUNTY facturing County Fuel and Count || Manufactured Count ower | County 
Establish- Tota Purchased Tota’ Products Tota Equipment | Total | 
ments Current | | | 
| Duluth....... | St. Louis... 193 75.7 $34,595,863 89.0 || $58,903,568 86.6 ] 70,798 | 87.1 | 
t Mankato. ....| Blue Earth... 39 64.0 6,921,933 82.9 | 9,642,227 85.5 || 3,852 | 92.0 
oe .| Hennepin... 1,219 96.9 213,171,537 96.4 361,075,199 92.6 || 177,120 86.3 
St. Cloud. .| Stearns...... 50 46.7 4,398,345 40.1 | 7,780,756 49.6 } 5,492 75.5 
St. Pawt...... | Ramsey..... 638 95.5 104,406,076 96.9 } 206,918,164 97.4 || 103,788 98.5 | 
Winona..... | Winona..... | 57 69.5 15,050,228 89.4 | 21,762,851 91.5 | 9,475 89.7 
! | | 
County Statistics for Manufacturing Establishments by ba of industry* = 
COUNTY I II Ill IV + | vil | Vu IX x XI XIT XU ] XIV | XV I | 
Hennepin............... 209 87 35 90 15 1 199 62 37 57 ¥ 121 Sie avide 15 8 | 98 | 
ck 6 oe px én disg es a ane 124 50 21 38 14 2 137 53 23 36 6 43 2 14 15 67 | 
I ds a6 tal ooh car etait 66 14 5 21 2. ree 53 13 16 10 3 2 ae 3 9 16 | 
aks a: 0.6: iba ds on ovesee a 58 1 1 ics bois 10 1 | ae 2 4 2 2 | 
Sis ce casa e Site 0 are Yeon 38 0) ee 3 2 7 5 | ee 6 1 2 2 | 
eee ee ee 2 2) See 10 2 a eee 1 ee | ae 1 | 
SE CE. bc ccccececees 27 2 1 2 1 1 5 : 1 4 Sa See l 1 | 
gE ee 32 4) 2 9 | ae 1 . 1 ae Bi Pavarnets:akea eae | 
ch: cece see oe are yee 2 ae 1 13 1 6 | 1 1 1 1 5 og) age 3 
See CU lc 5 sie sdk wincaictale varied 4 | 1 - , pind 5 ; 1 | 
Remaining 77 Counties. 967 15 9 76 of Spee 259 14 73 5 10 14 1 9 34 11 
— = _————E NS ES EEE eee 
| Total Plants........... 1618 | 175 78 | 253 41 | 3 | 702 | 155 | 189] 111 32 | 229 | 3 | 44 | 72 | 201 
K *Key To Industry Groups. I. Food and kindred products. II. Textiles and their products. III. Iron and Steel and their products, 7 
not including machinery. IV. Forest products. V. Leather and its manufactures. VI. Rubber products. VII. Paper, Printing and related in- 
dust ries. Vil. Cc hemicals and allied products. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 
Tobacco manufactures. XII. Machinery, not including transportation =. XIII. Musical Instruments and phonographs. 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. Miscellaneous industries. 
Percentage 
Statistics for State as a Whole | Value to Total otal 
or 
Number of Manufacturing Establishments.............. BUS goad fatale | 3,31 1.57 
Cost of Materials, Fuel and Purchased Current... .... cc cccccccccccsvcvcvccsces | $579,991,440 1.51 
oo arora wig ai ecievece cave oi voll tice iar Soke wcll pi ts Kc wicbrere nb” Wral OSE oR Woe | $902,929,170 1.29 
a cocoa pce ells Sip ctahivee’'giei® wine 4iwialuisin biae sigue Sid pe wisi eralesiease 372,358 H.P. . 87 
AUGUST, 1932 13 
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Detailed Statistics for Principal Counties 





















































*Key To | Industry Groups. I. 
not including machinery. IV. Forest products. 
dustries. VIII. Chemicals and allied products. 
| XI. Tobacco manufactures. XII. Machinery, not 


| XIV. Transportation equipment, air, land and water. XV. 


Food and kindred products. 


II. 


Textiles and their products. 
ather and its manufactures. VI. Rubber products. 
IX. Stone, clay and glass products. 


including transportation equipment. XIII 


Railroad repair shops. XVI. 








| 





| - _ NORTH DAKOTA 


III. Iron and Steel and their products, 


VII. 


Musical 
Miscellaneous industries. 








Paper, Printing and related in- | 
X. Metals and metal products, other than iron and steel. 
Instruments and phonographs. 


| i| | 
Number of Cost of | || Rated H.P. 
a Manu- % of Materials, % of | Value of % of i Capacity | %ot | 
COUNTY facturing State Fuel, and State Manufactured State || of Power State | 
Establish- Total Purchased Total Products | Total || Equipment | Total | 
| ments 11 Current | | | | | 
Polk. . 340 10.3 $53,380,356 9.2 $103,803,.193 | 11.4 || 41,272 | m8 
Linn.. 188 5.7 63,274,112 10.9 96,090,073 | 10.6 || 37,060 10.0 
Scott 187 56 28,935,239 50 50,711,551 5.6 || 34129 | 92 | 
| Woodbury 165 5.0 113,016,237 19.5 136,222,059 15.0 j 27,780 7.4 | 
| Black Hawk 125 3.8 51,225,904 8.8 | 90,121,496 | 9.9 i] 18,701 | 5.0 | 
| Dubuque. 122 3.7 24,799,026 | 4.3 | 43,819,104 4.8 \] 18,523 | 5.0 
Lee... 89 2.7 16,902,290 | 2.9 1 33,053,370 | 3.6 i| 23,803 | 6.4 
Muscatine. aan 84 2.5 7,211,880 | 1.2 | 14,259,036 | 1.6 | 6,45 | Be 
| Clinton cain aide eal a 83 2.5 16,982,938 | 2.9 | 27,105,981 | 3.0 1 16,721 | 4.5 
SI, 46:6 «ios ce aieae ae 75 2.3 9, 437 ,099 | 1.6 i 17,232,558 1.9 | 9,996 | 2.7 
Pottawattamie 74 2.2 5,710,707 1.0 } 11,798,302 1.3 } 6,306 j 5.7 
Manufacturing Establishments in remaining Counties: Wapello, 61; Marshall, 60; Cerro Gordo, 57; Webster, 50; All Other, 1557. 
| 
Detailed Statistics for Principal Cities 
Number of | Cost of | | | | Rated H.P. 
Manu- } % of } Materials, | %ot | Value of % of Capacity % of 
CITY COUNTY | facturing County || Fuel and | County || Manufactured | County of Power Cc ounty 
Establish- Tota 1} Purchased | Total | Products | Total \ Equipment Total 
ments | Current | | | 
— — | | | 
Cedar Rapids. Linn.... 167 | 88.9 | $62,244,844 98.5 $94,636,038 98.5 | 36,223 97.9 
| Davenport Scott.. 169 90.4 | 23,973,554 82.9 39,749,134 | 78.4 || 16,362 47.8 
Des Moines...| Polk... 330 97.0 | 51,903,112 | 97.2 98,905,779 95.3 | 34,938 84.5 
Dubuque Dubuque 97 79.5 11,974,420 | 48.4 || 22 ‘sen'ast | 51.8 i 14,852 80.1 
Muscatine....| Muscatine... 78 | 93.0 6,867,978 95.2 || = 845 | 97.1 i 6,378 98.6 
| Sioux City....| Woodbury. . .| 154 | 93.4 110,907,479 | 97.9 || | 98.0 || 26,342 95.0 
Waterloo Black Hawk 92 | 73.6 48,819,946 95.2 1] | 94.6 | 16,785 89.5 
ome Statistics for meentnctening i Establishments wa Type of Industry* 
Cc SOU NTY I | Ill IV | Vv VI VII | Vill Ix } X | XI XII | Zizi X¥V | xv AVI 
Polk... 58 | 17 10 16 4 | 3 90 29 13| 11 1) 63 1 5 | 6} 28] 
Linn 64 7 7 | 9 | ° 36 10 6 4 2 | 20 |. 1 | 5 11 | 
Scott ‘ 59 6 § | 7 3 23 5 | 8 | 2 7 19 | 1 5 2 22 
Woodbury 50 9 1 8 4 1 28 | 7 9 | 6 | ia 9 eee 4 5 13 
Black Hawk 32 4 2 8 1 18 5 5 haere eS eae 5 2 | 9 
| Dubuque. 48 5 1 10 2 1 16 3 6 3 2 4 1 | 1 | 2 8 
Lee. . 28 3 4 | 6 2 1 14 8 | i 3 3 | 7 wile 1 2 | 8 
| Muscatine.. 23 1 4 | 1 6 2) 1 | 1 oa 3 ra 2 | 27 
Clinton ; 30 2 5 7 2 12 3 | 1 ie pe Se | 3 | 5 
Des Moines. ‘ a mia 25 3 15 1 10 4 2 1 2 | 4 |. ae | 3 | 3 
Pottawattamie.. 20 3 2 7 13 3 1 1 | 9 | 1 | 7 | 5 | 
‘Remaining 88 Counties. 849 21 19 36 | 3 369 77 73 14 10 | 63 | 15 | 39 | 24 | 
“Total | Plants. 1286 78 54 129 | 25 6 629 166 128 50 30 196 3 | 38 | 78 163 



































| 
| Percentage 
Statistics for State as a Whole | Value | of Total 
for U. 
Number of Manufacturing Establishments. .| 374 .18 
Cost of Materials, Fuel and Purchased Current } $39,692,399 .10 
Value of Manufactured Products. .. | $55,346,976 .08 
oi. cui a iacince Gmiig Bild tw Aceh aw Wi © dimleraiel at dierele wh Gbia ee Wie oe winds S wrwtecel eS wens | 19,780 H.P. .05 
Betetied Statistics for ans Counties 
Number of Cost of |, Rated H.P. 
Manu- % of Materials, % of Value of % of Capacity % of 
COUNTY facturing State Fuel, and State Manufactured State of Power State 
Establish- Total Purchased Total Products Total Equipment Total 
ments Current 
Cc ass 56 15 “ $12 1.484, 286 31.4 $16,891,990 30.5 3,298 16.7 
Grand Forks 34 9.1 é 9: 20.5 10,815,629 19.6 6,122 31.0 
jar - 26 7.0 84 8.5 5,141,629 9.3 1,551 7.9 
eer rer ee 20 5.4 1,868,175 4.7 3,020,136 5.5 547 2.8 
: Manufacturing Establishments in 1 remaining C ounties: Morton, 17; Richland, 15; Stutsman, 13; Ramsey, 12; Williams, 12; All Other, 169. 








ep a dated 
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| Number of Cost of | Rated H.P. 
| Manu- | % of Materials, % of || Value of % of | po %oft | 
CITY COUNTY | facturing | County Fuel and County Manufactured County || of Power County 
5 | Establish- | Total | Purchased Total Products Total Equipment Total 
4 | ments Cc urrent 
x —_— — - : a | -— 
Fargo... Cass. 53 94.6 $3,724,286 $6,927,291 41.0 | 2,655 80.5 
Grand Forks..| Grand Forks.| 28 82.4 5 f 39. 159 85.3 9,302,913 86.0 | 5411 | 88.5 
Minot. . oh GIES, 50000:5:< 21 | 80.8 3,248,809 | 95.9 4,907,667 95.6 || 1411 | 91.0 











_ ane Statistics for Manufacturing Establishments by Type of a Industry” | 





COUNTY | I | W | Il IV | ¥ VI VII VIII IX xX | XI XII XI XIV _XV XVI | 




















| 
| TS ee ae err ee 19 saat oie enk : 5 2 ; 12 2 3 3 : 1 i 1 3 
Grand Forks. : ee 16 2 | “a - 2 Ae 5 1 1 1 : : 2 ; 
Ward. IE eae Reet et 4 |... aaa ae "Ne eee 1 ‘ihe 2 1 
, Burleigh i apes an ee Seca 1 re 4 1 ; 2 1 
: Remaining 49 C ounties. . | 92 A Sse ree 71 2 | 5 2 16 
; Total Piante..........- | 146 i ee 9 2 98 6 9 5 5 zach ae 4 
R *Key To Industry Groups. I. Food ‘and ‘kindred produc ts. OL. Textiles and their produc ts. III, Iron and Steel and their products, 
a not including machinery. IV. Forest products. V. Leather and its manufactures. VI. Rubber products. VII. Paper, Printing and related in- 
: dustries. VIII. Chemicals and allied products. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 
ag XI. Tobacco manufactures. XII. Machinery, not including transportation equipment. XIII. Musical Instruments and phonographs. 





XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. XVI. Miscellaneous industries. 


_SOUTH DAKOTA 


Statistics for State as a Whole 





Percentage 
Value of vs 
for U. 
~ Number of. Manufac turing Establishments. .. ; 618 29 
Cost of Materials, Fuel and Purchased Current : $75,167,023 .20 
Value of Manufactured Products...... $97,768,846 14 
i Rated Capacity of Power Equipment........ ; pate 31,166 H.P. | 07 
. | 
f. seed ; 
a 
5 Detailed Statistics for Fetaeipet Counties 
' Number of Cost of Rated H.P. 
Manu- } % of Materials— % of Value of % of py | % of 
} COUNTY facturing State Fuel, and State Manufactured State of Power State 
Establish- Total Purchased Total Products Total Equipment | Total 
ments Current 
Minnehaha , ’ 89 14.4 $39, 104, 428 52.0 $47,901,021 49.0 8,851 28.4 
Brown : 35 §.7 2,654,787 3.5 4,528,880 4.6 1,968 | 6.3 
Pennington... j 35 §.7 1,490,136 2.0 3,445,177 3.5 5,397 | 17.3 
SI 00 s2hs, diein cgrcre ones 30 4.9 8,594,299 11.4 10,220,504 10.5 1,279 4.1 





Manufacturing E stablishments in remaining 2c ounties: Davison, 23: Lawr rence, 22; Custer, 20; Brookings, 15; Turner, 15; All Other, 334. 


Detailed Statistics for hina. ts Cities" 





' rT 
i Number of | Cost of | Rated H.P. 
th | Manu- % of Materials, | %ot | Value of % of Capacity % of 
CITY COUNTY facturing County Fuel and County || Manufactured | County || of Power County 
establish- Total | Purchased Total | Products Total | Equipment Total 
" Mments Current 
Sioux Falls. . .| Minnehaha. , 75 84.3 $38,523,631 | 98.5 || $47,170,805 | 98.5 | 8,604 97.2 
| ' 1 








cers Statistics for SeemnCnateeing Establishments = Type of Industry* 


COUNTY [ II III IV V VI | VII | VIII | IX X Xt | ME | KOE | Kev xv j XVI 
Minnehaha een we 2 1 i9| 8 i el a h 5 
Brown.. : 17 1 ee 2 8 | 1 3 | 1 | : 1 2 
Pennington . 9 5% © aes 3 | l 2 7 1 1 
Codington. 10 i ; 2 3 | 1 2 2 1 1 1 
Remaining 65 Counties. 8 a 46 1 | 82 7 9 2 2 2 6 

SA iit CA A, MRE SRN eee sae bee aaa - 5 panes cia ‘ 
Total Plants. eer re 221 4 1 50. 2 } 115 18 20 | 6 8 5 14 7 














*Key To Industry Group s. I. Food and kindred products. II. Textiles and their products. III. Iron and Steel and their products, 
not including machinery. IV. Forest products. V. Leather and its manufactures. VI. Rubber products. VII. Paper, Printing and related in- 
' dustries. VIII. Chemicals and allied vesoness. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 
é Tobacco manufactures. XII. Machinery, not including transportation wens. XIII. Musical Instruments and phonographs. 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. XVI. Miscellaneous industries. 
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NEBRASKA 












































































































































Percent 
Statistics for State as a Whole Value of Tot | 
for U.S 
a 6g cl a ar alinie ania ie oie'e1e bide gaara fib eval eln ba bee amaralog ule a/elneem 1,490 71 
| Camb Gs Meseninnh POSE Oink PEEOGOR CUNTONE 5.0.05. o ccc cece cc ccccweesnseccvescebevecevenemseeuies $364,305,751 95 | 
1S at orl toro over ariel vc Wow Nick analibr wikia ele’ Sle eset ac Rte Ged lela Kavae-ow eneesee $484,262,511 .69 
a oo Sev ch vdiot kG res arin dl ial; Seine erry ae Ace! econ SIN ah ietoielal eriite oralecisiala eRe 168,153 H.P -39 
Detailed Statistics for Principal Counties | 
| 
| | Number of Cost of Rated H.P. 
Manu- %ot | Materials, % of Value of % of Capacity %ot | 
COUNTY facturing State Fuel, and State Manufactured State of Power State | 
Establish- Total | Purchased Total Products Total Equipment Total | 
| ments | Current 
1 
EE ee yr a ee 443 29.8 | $280,742,841 77.0 $355,959,182 73.5 82,957 49.2 
ES Or ree 164 11.0 16,158,307 4.4 23,359,964 4.7 19,861 11.8 | 
SN cules #a:0. a'aia-e mweceeemate = | 3.3 | 3,879,669 ae 5,557,430 t.- 1996 4.2 
UD Ss ns, baka en, | 3.0 4,492,350 1.2 7,050,436 1.5 3,077 1.8 | 
| ras stokes oe? 43 2.9 | 4,225,098 | 1.2 6,527,900 %.3 4,844 2.9 
| 
“Manufac turing Establishments in remaining Gaansion Madison, 34; Gage, 33; Platte, 24; Buffalo, 22; All Other, 633. 
| 
| Detailed Statistics for Principal Cities | 
| Number of Cost of Rated H.P. 
Manu- % of Materials, % of Value of % of acity % of | 
| CITY COUNTY facturing County Fuel and Count Manufactured | Count ower Count 
| Establish- otal Purchased Tota Products Tota Fh ae Tota 
} ments Current 
Grand Island.| Hall......... 37 86.1 $ 3,645,963 86.4 $5,645,029 5 2,801 58.0 | 
LincolIn......| Lancaster... 150 91.5 13,068,685 80.9 22,666,542 97.5 8,830 44.5 | 
Norfolk..... Madison..... 20 58.9 1,664,924 69.6 2,666,491 69.3 951 60.3 
| North Platte..| Lincoln... . 15 83.4 881,534 94.2 1,759,914 84.0 1,177 40.5 
| Omaha. ...| Douglas..... 430 97.1 278,901,421 99.4 353,158,836 99.4 82,001 99.0 
| County Statistics for Manufacturing Establishments by Type of Industry* 
$$$ a 
Cc OUN ITY ; I II Ill Iv |v|vi | VII | VIII | Ix | XI XII | XIII; XIV} XV XVI | 
ES cil sin alae ha airerwine 116 30 | 12 | 19 6 3 93 23 20 | 17 2 — ae 9 6 23 | 
eee 28 | 10 | 2 | 8 | - trans 48 8 8 | 6 2 | ee 4 4 6 
rales da Sacer ces 19 | 1 ae _2 RAR See) 7 | 3 eer 1 Ol ee eerie cree ee 1 
Adams.. Rea WAS gee pee ee | | es See ; 1 | oh ne 5 | 2 4 | 2 4 DD Riiswas 1 OD htacuws 
Hall. ; Me Ese eciucel 1 RSA AEP 6 | 4 4 1 yee See ees Se 
Theres Remaining 88 CG jounties. 348 4 2 10 | 2 cer 185 | 19 | 23 | 6 4 2 ae 2 14 7 
~~ ‘Total Plants....... 539 | 45 17| 44; 10, 3| 344| 59| 63 | 32 my ae. | 16] 28| 37 
' | 








*Key To Industry Groups. I. Food and kindred products. II. 
| not ine luding machinery. IV. Forest products. V. 
| dustries. VIII. Chemicals and allied products. IX. 


Textiles and their sauineain 
Leather and its manufactures. VI. 


Rubber products. VII. 
Stone, clay and glass products. 


III. Iron and Steel and their products, [ 
Paper, Printing and related in- 
X. Metals and metal products, other than iron and steel. 


















































XI. Tobacco manufactures. XII. Machinery, not including transportation ouipment. XIII. Musical Instruments and phonographs. 
| XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. /I. Miscellaneous industries. | 
| | 

:, Percentage 
Statistics for State as a Whole Value of Total 
for U.S. 
~ Number of Manufacturing i nana ang Tania cena deduce SY ai 2,466 1.17 
¢ ost of Materials, Fuel & Purchased C urrent . Rp I A ee EN oR RN, ke PONE Pm ER yea $205,547,630 .54 
ia sl ela aan Sine ee ane ewes we eas $412,330,623 59 
ee aa. orca oyuasta lh ’a-ons wl’ wo oan wid alla gil ordne'a renal: idee nana @:iw aaarei mn aaeTe 427,157 H.P. 1.00 
| = = — —— ee 
| Detailed Statistics for wetnatpal Counties 
Number of | Cost of | : || Rated H.P. } 
Manu- % of Materials, | %ot | Value of 0 || Capacity | %of 
COUNTY | facturing State Fuel, and | State Manufactured State || of Power | State 
| Establish- | Total Purchased | Total Products Total Equipment | _ Total 
ments Current | | 
“Multnomah... 1,084 44.0 | $110,130,651 | 53.7 $196,988,000 47.8 || 116,223 28.2 
Lane ae 161 6.5 5,623,696 2.7 15,166,712 3.7 1] 26,072 6.1 
Marion P 122 4.9 12,150,628 5.9 | 23,486,645 | §.7 1] 24,532 5.7 
Coos ‘ | 93 3.8 6,521,549 | 3.2 15,783,192 } 3.8 1} 28,332 6.6 
Clackamas si &8 3.6 10,182,259 } 5.0 | 19,686,678 4.8 1} 81,108 19.0 
Clatsop... ' i 78 3.2 9,468,370 4.6 18,109,978 4.4 | 11,259 | 2.6 
Bec ctietewteeenoweese 75 3.0 3,170,123 1.5 | 5,463,192 1.3 6,566 | 1.6 








Manufacturing E stablishments in remaining Cc ounties: 
| Polk, 50; All Other, 369. 


Yamhill, 








62; Jackson, 60; Klamath, 58; Washington, 58; Benton, 57; Douglas, 51; 





| 
| 
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PACIFIC COAST STATES 




































































: te 
Str 
ee LEGEND 
i pee Counties having 200 or more establishments. 
BSS Counties having from 150 to 200 establishments. 
, YW Counties having from 100 to 150 establishments. 
' $H r Counties having from 74 to 100 establishments. 
£ Counties having less than 74 establishments. 
| 
Composite Statistics for the Pacific Coast States 
Total for 3 States ne 
Numbér of Manufacturing Establishments .............0eeeeeeeeeeees | 18,134 8.61 
Cost of Materials, Fuel and Purchased Current..............0.0eee00 $2,392,319,345 6.25 
VEG Cr Pa PAGCUREE PRR OIS a.c 60:0 5:6: 5:0: 00:00 6s inde wscweesarsiereieare $4,310,559,524 6.15 
Rated Capacity of Power Baqmipment..... 00.00 coccccscccsscescccesess! 2,798,524 H.P. | 6.54 
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Detailed Statistics for Principal Cities 











Number of 


|| Rated H.P. 





not including m 
| dustries. VIII. 

<I. Tobacco 
XIV. 


King 
Pierce 
Spokane 
Snohomish 


| Lewis 

| Whatcom 
Yakima 
Skagit.. 
Clarke... 


CITY 


Aberdeen. , 
Bellingham. 
Everett 
Hoquiam 
Seattle 
Spokane. 
Tacoma 
Vancouver 
Walla Walla 
Yakima 





Cou 








nachinery. IV. 


Chemicals and allied 


manufactures. 











Forest products. 
roducts. 
Machinery, 
Transportation equipment, air, land and water. 


_ WASHINGTON 











v. 


Leather and its manufactures. 


Vv 


IX. Stone, clay and glass a eeagge 


not 


XV. 


including transportation 
Railroad repair shops. 


uipment. 


I. Rubber products. 


Cost of | 
Manu- % of Materials, % of | Value of | %ot | - acity | % of | 
CITY COUNTY facturing County Fuel and County Manufactured County | ‘ower Count | 
Establish- Tota Purchased Total Products Total || lh a | Total 
ments Current } 

Astoria. Clatsop..... 54 69.4 || $4, 453,079 47.1 $6,851,870 | 37.8 || 3,974 | 35.3 | 
Eugen OS ree 47 29.2 3,004,825 ) 53.5 5,385,673 35.5 || 5,787 22.2 
Klamath Falls Klamath 27 46.5 2 174,930 37.0 5,774,251 31.0 i| yt | 38.6 

Medford. Jackson ; 29 48.4 885,760 37.8 1,649,214 28.1 1,229 13.1 | 

| Portland Multnomah. 1,042 96.2 93,866,687 85.0 172,433,23 87.7 | 102,984 88.4 | 
Salem Marion. 2 50.9 | 8,198,480 67.5 15,347,291 } 65.5 |] 15,240 62.2 | 

| } 
enanensed Statistics for Manufacturing Establishments by Type of Industry* | 
— —— = . — a } 
COUNTY I II III IV V VI Vil VIII IX xX XI | XII | wal | ay | AY | XVI 
| Multnomah 207 51 24| 98 16 3) 167 25| 27 44 | | @F}...... 12 | 6| 52] 
ane | 24} 1 57 wa 9 1 1 ee yee 3 | Sean 1 | 1 | arnt 
Marion...... 44 5 3 17 1 20 1 4 1 | 5 -| 3 ae 1 | 2 
Coos. 14 19 . 8 1 1 a | rs 1 | 1 | lL] 
| Clackamas 10 1 1 31 9 ; 2 2 Sab ccanua sapere we hea araee REND) Siig 
Cc a Bae 6 21 1 11 6 1 3 1 a 4 3 | 1 2 
inn 17 21 | 2 5 : Ree Bearcat Ra Sere | i 1 | 
Remaining 29 C ounties. . 180 2 224 3 72 6 22 1 1 18 2 | 13 | 3 
Total Plants 51? 60 29, 478 22 3| 29| 35| 61/ 49 | 3| 101 |...... 19) 24) 61/ 
ek Key To ‘Industry Groups. gs Food and kindred products. II. Textiles and their products. III. Iron and Steel and their products, 


VIL. Paper, Printing and related in- 


X. Metals and metal products, other than iron and steel. 


XITI. 
ve. 


Musical Instruments and phonographs. 
Miscellaneous industries. 











Number of Manufacturing | Establishments 

¢ ‘ost of Materials, Fuel and Purchased Current 
Value of Manufactured Products. 

Rated Capacity of Power Equipment 


NTY 


Grays Harbor 


COUNTY 


Grays Harbor 
Whatcom 
Snohomish 
Grays Harbor 


Clarke 
Walla Walla 
Yakima 














Number of 


Manu- 
facturing 


Establish- 


ments 


Number of 


Manu- 
facturing 


Establish- 


ments 


— , Percentage 
Statistics for State as a Whole Value of Total 
for U.S. 
3,665 | 1.74 
$426,842,332 | 1.12 
$794,142,726 | 1.13 | 
808,299 H.P. | 1.89 
? = = U 
_ Detailed Statistics for Principal | Counties — 
} Cost of || Rated H.P. 
% of Materials, % of Value of % of | Capacity %of | 
State Fuel, and State Manufactured State || of Power | State | 
Total Purchased Total Products Total || Equipment | Total | 
Current | } 
36.6 28.2 228,113,803 28.8 | 154,327 19.1 | 
11.3 25.0 161,316,223 20.4 135,689 | 16.8 
8.6 9.2 || 65,101,952 8.2 45,520 5.6 | 
4.9 5.9 48,111,050 6.1 | 60,193 7.5 
4.1 7.0 64,480,750 8.1 | 68,893 | 8.5 
3.5 1.4 14,162,690 1.8 23,673 | 2.9 
3.5 3.2 29,583,169 2.7 (| 29,546 | eS i 
2.5 1.5 12,030,433 1.5 | 7,628 | 9 
2.1 2.2 18,266,791 2.3 21,722 2.7 
2.0 3.8 28,265,166 3.6 59,197 | 7.3 
| 
Thurston, 67; Pacific, 61; Clallam, 56; Chelan, 55; Mason, 54; All Other, 478. | 
Detailed Statistics for Principal Cities | 
LINE ELIA ES: CREE SE — 
| | 
Cost of Rated H.P. | } 
% of Materials, % of Value of | % of Capacity % of 
County Fuel and County Manufactured | County of Power | County 
Total Purchased Total Products | Total Equipment | Total 
Current | 
41.5 $9,906,393 33.2 $17,252,255 26.8 19,799 28.8 
65.6 8,160,605 59.0 20,187,029 68.4 | 18, 933 64.2 
52.5 14,015,344 56.0 23,085,155 48.0 } | 46.3 
. 23.5 | 9,631,636 32.2 17, 699,670 27.5 | | 40.2 
90.7 108,076,506 89.8 199,570,928 87.4 | 74.0 
88.0 27,741,487 70.6 46,395,123 71.6 | 46.8 
79.5 97,619,788 91.7 140,507,198 87.0 82.3 
50.0 6,748,476 41.8 13,076,318 46.2 | 21.2 
74.0 2,439,208 71.5 3,730,644 | 73.4 | 59.5 
57.8 3,667,372 58.0 6,801,577 56.5 | 37.8 


“Manufac turing E stablishments in remaining Cc ‘ounties: 
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MILL SUPPLIES 





ee 












nt ee oS unite Statistics for ocean Establishments 5 by T Ty pe of {Industry* 














| | | | 
COUNTY | I | i ie ee Se eg ‘i VE | VQ Vill Ix a _XI | XII XIII | _XIV XV XVI 
King....... ; -«| 884 89 | 54 152 21 2| 202| 47| 48| 78 | 1 130 |.. 41 11 79 
Pierce. ..... é | RORY 9 6) 103 2 57 | 12 12 | 18 3 ae |}... 17 6 17 
Spokane..... ; a 9 6| 46 4 1| 54 10| 17 os | 26 |. 4 7 17 
| Snohomish bees, Sa a =| @.. eats 22 3 | 5 | 4 | ma 3 4 1 
| Grays Harbor. Som I SERRE, Csr | 68 | | 12 1 3 | 5 7 1 4 1 3 
Lewe...... ay tints 38 1... ek 37 2 8 | 1 2 1 3 2 2 
Whatcom.... ase il CA Ben sc 2 35 | 15] 2 | 3 | 2 8 4 3 2 
Wekie®........... .| 414 ot eerie. ae | 364 2 | 3 10 1 oa 
ee oh. Aeneas se 23 6 3 | 5 1 | 
Clarke 22 | 1 | Ri 26 1 1 3 2 5 | i ee 
Remaining 29 ounties. 229 | 2 i 1 234 3 92 8 22 9 25 3 17 3 
Total Plants........... 1005 | 114 72 | 780 32 3 | 494 87 121 132 | 4 256 1 76 4 124 
| 





*Key To Industry Groups. I. Food and kindred produc ts. . I "Textiles ‘and their produc ts. Ill. Iron and § Steel and their products, 
not including machinery. IV. Forest products. V. Leather and its means tures. VI. Rubber products. VII. 


Paper, Printing and related in- 
dustries. VIII. C hemicals and allied products. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 
i Tobacco manufactures. XII. Machinery, not_ including transportation equipment. XIII. Musical Instruments and phonographs. 


XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. XVI. Miscellaneous industries. 


CALIFORNIA 

















— y Percentage 
Statistics for State as a Whole Value of Total 
for U.S 

Number of of Manufacturing E Sstablishments : } 12, 003 — 5.70 

. ‘ost of Materials, Fuel and Purchased Current | $1,759,929,383 4.60 

Value of Manufactured Products an | $3,104,086,175 | 4.43 

Rated Capacity of Power Equipment... . 1,563,068 H.P. | 3.66 

Detailed Statistics for Principal Counties 
Number of Cost of | Rate 1 H.P. 
Manu- % of Materials, % of Value of | % of Capacity % of 
i COUNTY facturing State Fuel, and State Manufactured | State of Power State 
i Establish- Total Purchased Total Products Total Equipment Total 
ments C urrent 

Los Angeles. 3 ; 4,906 40.9 $710, 692, 936 40 5 ‘|js. 319, 409, 609 42.4 539,372 34.5 
San Francisco 2,521 21.0 "266, 148,197 15.2 | 475,618,387 15.3 154,052 9.9 
Alameda... 1,114 9.3 186,999,974 10.6 | eer ite 11.2 10.0 
San Diego 300 2.5 20,439,421 | 1.2 7,841,112 1.2 1.5 
Santa Clara 297 2.5 56,718,286 | 3.2 a1 098, 240 2.9 
Sacramento... 240 2.0 36,285,161 2.0 2.0 31, 882 2.0 
Freemo..... 200 BF 30,294,420 1.7 2.7 y 1.8 
Orange : | 197 1.6 13,197,166 8 || 7 7 
; San Joaquin 180 1.5 20,513,896 1.2 \| 1.2 2.1 
San Bernardino.. a 164 | 1.4 14,488,365 8 || 1.1 3.9 
Sonoma. 137 | 1.1 10,461,911 .6 4 4 
Contra Costa. . 5c 113 9 220,904,945 12.6 9.3 150,274 9.6 





Manufacturing EF stablishments in remaining C ounties: Stanislaus, | 96: . Kern, 95; San Mateo, 94; Riverside, 90; 


Santa Barbara, 90; Tulare, 84; 
Humboldt, 83; Monterey, 78; Santa Cruz, 78; All Other, 846. 


ee aatind 


: _Detailed Statistics for Principal Cities 


Number of Cost of } Rated H.P. 





Manu- % of Materials, % of | Value of Y of Capacity % of 
CITY COUNTY facturing County Fuel and County || Manufactured County of Power County 
Establish- Total Purchased | Total Products | Total Equipment | Total 
_ments | Current | 1 | | 

Berkeley r Alameda... 173 15.5 $26, 007 :207 13.9 $49,899,759 | 14.3 20, 463 13.3 
Fresno.... Fresno 127 63.5 21,669,248 | 71.5 36,173,448 | 69.0 15,503 | 54.2 
Glendale Los Angeles. 118 2.4 2,425,027 3 6,262,409 | 5 3,736 | 7 
Long Beach. Los Angeles. 197 4.0 31,810,901 4.5 54,676,737 4.2 11,184 2.1 
Los Angeles. Los Angeles. 3,438 70.0 366,966,271 | 51.5 745,100,403 | 56.5 284,005 52.7 
Oakland. Alameda 741 66.5 115,789,013 62.0 218, 867,595 | 62 4 92,633 | 59.1 
Pasadena Los Angeles. 159 3.2 2,329,694 | . 7,029,017 | | 4,728 9 
Sacramento... Sacramento. 202 84.3 27,079,138 | 74.6 50,045,281 | 78 : 27,161 | 85.0 
San Diego San Diego 254 84.6 17,956,610 87.8 34,193,216 90.2 20,311 87.3 
San Francisco SanFrancisco 2,521 100.0 266,148,197 | 100.0 475,618,387 ; 100.0 154,052 |; 100.0 
San Jose... Santa Clara. 190 | 64.0 34,942,364 | 61.5 57,194,419 | 62.8 16,377 55.1 
Stockton. . San Joaquin. 124 69.0 12,637,767 | 61.6 25,118,469 | 67.8 26,260 79.5 


County Statistics for Manufacturing Establishments by Type of Industry* 





| 

COUNTY I II III iy | 6 VI VII VIII =} x | XII XIII | XIV XV XVI 

Los : Angeles 737 419 185 320 51 16 678 2% 26 209 | 234 16 | 338 11 R1 16 345 
San Francisco. 454 | 197 90 | 146 51 2 475 RS 41 | 139 23 169 | 4 36 6 168 
Alameda 269 35 | 46 | 114 11 5 125 74 53 47 2 106 6 31 5 78 
San Diego 109 7 11 | 25 1 62 13 25 | 15 2 14 10 2 20 
Santa Clara 157 6 | 5 14 1 39 11 13 7 23 1 2 8 
Sacramento 107 4 | 7) 3 2 32 3 11 | 8 2 14 4 3 12 
Fresno ; 98 5 4 18 l 25 7 16 | 8 17 3 3 13 
Orange sd 52 6 2 | 6 29 6 ll 7 1 11 3 5 
San Joaquin 76 | 4 3 | 17 2 27 10 8 5 16 3 | A 3 
San Bernardino 47 2 2 6 22 7 15 15 7 2 9 l 
Sonoma 56 1 1 12 2 16 3 2 I 1 1 
Contra Costa 29 1 5 s 1 17 19 7 2 3 1 4 5 
Remaining 46 C ounties 691 12 7 197 9 l 222 71 86 | 14 1 63 10 42 17 
Total Plants : 2882 699 368 904° 131 25 | 1769 32 498 503 47 772 21 185 97 676 


*Key To Industry Groups. I. Food ‘and kindred products II. Textiles and their products. III. Iron and Steel and their oon, 
not ine “ee, machinery. IV. Forest products. V. Leather and its poe tures. VI. Rubber products. VII. Paper, Printing and related in- 


dustries. VIII. Chemicals and allied products. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 
XI lobacco manufactures XII. Machinery, not including transportation equipment. XIII. Musical Instruments and phonographs. 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. XVI. Miscellaneous industries. 
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Why We Buy and Sell 
Through the Distributor 


Experience has proved to this manufacturer 


that it pays to patronize the distributor 


By R. L. STEWART 


Sales Manager, Stockham Pipe and Fittings 
Company, Birmingham 


of industrial supplies are sold direct. This, de- 

spite the fact that the direct selling of industrial 
supplies, by and large, is not economical. This condition 
has been brought on by manufacturers themselves and 
at present they are suffering because of it. 

Just why direct selling is not profitable is an old 
story. Manufacturers, suffering from the disease of 
“volumitis,” fear they will lose an order and thus quote 
direct at low prices. To win such orders is to lose, 
because in bettering the price 
of the distributor, the manufac- 


GS ot insti show, I believe, that more than 50% 


distributor himself contributes materially to this situa- 
tion. There are and always have been manufacturers 
who try to straddle the fence, selling direct in compe- 
tition with their own distributors. If distributors today 
would take a united stand on this matter of sales policies, 
or rather the execution of sales policies, it wouldn’t take 
long to improve conditions. Manufacturers’ sales poli- 
cies are important, but to make them really effective, the 
industrial distributor must do his part by backing them 
up with the right kind of a buying policy. 
Manufacturers who are sell- 
ing direct and attempting to 











turer takes on the expenses of 
the distributor without the nec- 
essary profit which enables the 
distributor to conduct his busi- 
ness. 

Of course, volume sometimes 
can be increased through direct 
selling, but under this system it 
seldom increases as fast as the 
overhead of the manufacturer 
who sells in this manner. 

Because of the high cost of 
selling direct, particularly dur- 
ing times like the present, it is 
our belief that the distributor 
is in a very favorable position. 
The manufacturer and user 
alike—and we speak from ex- 
perience both as a manufac- 
turer who sells through the dis- 
tributor and a user who buys 
from him—need the distribu- 
tor’s services more than ever. 
Therefore, there never was a more desirable time for 
distributors to put forth a united front to improve their 
position in our economic system and secure a greater 
share of the industrial supply business than they enjoy 
at the moment. 

While I intimated above that the manufacturer is 
responsible for the large proportion of business which 
goes direct rather than through the distributor, the 
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R. ; L. Stewart 


hold their distributors at the 
same time are especially wor- 
ried at the present moment and 
would be influenced by a firm 
stand on the part of their dis- 
tributor customers. 

As buyers of industrial sup- 
plies and equipment, we have 
had many opportunities to ob- 
serve the sales tactics of both 
distributors’ salesmen and di- 
rect-selling manufacturers. Our 
observations have aided us very 
materially in planning and car- 
rying out our own sales policy. 

The manufacturer’s salesman 
usually enters our office un- 
familiar with our problems, un- 
certain of his ground. We do 
not know him personally and 
naturally cannot accept his 
statements as readily as those 
of a local distributor’s man. 
Frankly, we are skeptical about him and his proposition. 
We know that ordinarily it will take longer to get an 
order from him and that we will be put to considerable 
trouble if adjustments are necessary, even though his 
firm has the finest intentions. On rare occasions, of 
course, some item is offered at a price which, in justice 
to ourselves, we cannot refuse to accept, though we 
much prefer to pay a fair price and take advantage of 
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These five large turret lathes, costing about $10,000 each, 
were purchased from the distributor. 


the additional services offered by the local distributor. 

The distributor’s salesman, in contrast to the repre- 
sentative of the manufacturer, comes in, sure of himself 
and of his welcome. We know him by his first name 
and we know that, in a sense, he is a purchasing repre- 
sentative for us, a man who will advise the best material 
for the particular application. 

While it is true that the distributor probably handles 
only one line of its kind to avoid duplication of stock, 
there are many instances where he can suggest accom- 
plishing a job with the best of several possible tools or 
materials. Take belting, for instance. There is flat belt, 
both rubber and leather; chain drives, and “V” belts. 
Each has a place of its own for particular applications. 

The distributor handles all 


Our company has long been 
thoroughly sold on the eco- 
nomic importance of the dis- 
tributor and we have had 
ample opportunity to view him 
both from the standpoint of 
buyer and seller. We depend 
upon the distributor to dis- 
tribute our products and we 
also look to him when buying 
industrial supplies. As a mat- 
ter of fact, about 99% of our 
supplies, exclusive of mate- 
rials which go into the finished 
product, are purchased from 
the distributor. This includes 
maintenance items of all kinds 
and often runs into heavy 
equipment. For example when 
we were in the market for five 
large turret lathes some time 
ago, we bought them from the 
distributor. The cost of each 
lathe was in the neighborhood 
of $10,000. 

In other words, we try to be consistent, not only sell- 
ing through the distributor, but buying from him as well. 
Our policies are not gestures of good will, but have been 
established and lived up to because we have found them 
to be economically sound. 

That many manufacturers and users do not share our 
belief in the distributor is evidenced in the fact that 
more than 50% of the total volume of industrial sup- 
plies sold go through channels other than the distrib- 
utor. Such a condition can and will be changed, 
provided distributors will present a solid front in 
educating the user and manufacturer as to their eco- 
nomic importance. There’s no more appropriate time 
than now to put forth a concerted effort for the accom- 
plishment of this worthwhile purpose. 




















types, so he is in a position to 
recommend the best type for 
the job at hand, whereas a 
manufacturer of a certain 
type of belting would be in- 
clined to fight hard for the 
business even though a com- 
petitive product might be 
more suitable. 

The same thing holds true 
with many other items and it 
has been our experience that 
the distributor’s salesman, be- 
cause of his varied experience 
in plants of all kinds, is cap- 
able of advising the best me- 
dium for the accomplishment 
of specific jobs. 


We depend on the distributor 
for all items, excepting those 
that go into the finished product. 
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WHO’S WHO 


MARK LYONS 


President and General Manager 
McGowin-Lyons Hardware and Supply Company 
Mobile, Alabama 


ARK LYONS is one 
executive who did not 
work his way up from 
the sales force, although his 
career in some other respects has 
been similar to the story of many 
other successful men. For one 
thing, he started as office boy for 
the concern which he now heads. 

Mr. Lyons does contact the 
trade occasionally, and can do his 
bit on the road with the sample 
case, but his chief activity from 
the first has been to work behind 
the sales front. 

His early years were spent in 
the atmosphere of the lumber 
mills, for his father owned a mill 
near Mobile. Because of this 
he had an opportuniity to learn 
much about the industry even 
before he left school. 

His first job, which he took in 
1898,-was the position as office boy for the Southern 
Log Cart and Supply Company. For this work he re- 
ceived $5 per week. He was then 18. When he was 
23, he was secretary and treasurer of this same com- 
pany, then called the Southern Hardware and Supply 
Company. 

He was young to hold such a position but his nat- 
urally keen sense of judgment combined with his un- 
usual ability to learn quickly provided him with the 
necessary qualifications. 

On the way from office boy to officer, Mr. Lyons 
worked principally on credit discounts. Firms in those 
days often ran on six months to a year credit so the 
work was highly important to his employers. It was 
also his work to arrange for rediscounting this paper at 
the bank. Later as treasurer of the company it was his 
duty to handle credit relations with the trade. This re- 
quired tact and considerable judgment, for the future 
of the company lay in the hands of the man who knew 
when to sell, when not to sell, and how much to sell. 

By this time Mr. Lyons had acquired an interest in 
the company and in 1906, he sold out to a consolidated 
concern, For six years thereafter he left the mill sup- 
ply business altogether and engaged in, the sale of stocks, 
bonds, real estate and insurance. 

In 1913 he returned to his old company which was 
then reorganized and called the McGowin-Lyons Hard- 
ware and Supply Company. Mr. Lyons has been the 
actual head of the business for some time although it 
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Mark Lyons’ executive 
ability has made itself felt, 
not only in his own busi- 
ness, but in the industrial 
supply industry as a whole 
and the community in 
which he lives. Despite the 
fact that his own affairs 
have demanded long hours 
of work, he has always 
found time to lend his 
efforts to worthwhile move- 
ments for the good of his 
city or his industry 


was only two years ago that he 
was officially made president of 
this concern where he had start- 
ed as office boy not so many years 
before. 

Willingness to work long hours 
was one reason for Mr. Lyons’ 
early success in his company. 
Seven o’clock in the morning 
was starting time and it was fre- 
quently 9 or 10 at night when 
he had finished his day’s work. 
Now he appreciates the willing- 
ness of others to absorb them- 
selves in their work as he did. 
For that reason he prefers to 
employ country boys in his firm 
although this is not, of course, 
a hard and fast rule. However, 
he maintains that the country 
boy is accustomed to hard work 
and does not complain when it 
is necessary to put in overtime. 
Again, the country boy usually comes from humble sur- 
roundings, and when he sees an opportunity to better 
himself he is most eager to make good. 

As the years passed, the lumber business began to 
slacken, but the McGowin-Lyons Hardware and Supply 
Company has kept pace with the development of other 
industrial resources in the section it serves and has ex- 
panded considerably from its original capacity as sup- 
plier to the lumber industry. Now, in addition to the 
general line of hardware and industrial supplies, the 
company offers a complete commercial and industrial 
service in plumbing, electrical and marine supplies. Un- 
like some distributors, Mr. Lyons did not lose heart 
when he found the lumber business fast diminishing 
because of a depleted timber supply. Instead, he an- 
alyzed the situation and found other ways to success. 

Not only does he work for the interests of his own 
firm, but Mr. Lyons also has a strong feeling of loyalty 
to his own community. He is chairman of the new in- 
dustries committee in Mobile in which connection he 
very materially assisted in getting a $5,000,000 paper 
mill to locate there. 

Mark Lyons has been actively identified for many 
years with the activities of the Southern Supply and 
Machinery Distributors’ Association and also both local 
and national hardware associations. He has thrown 
his efforts into the work of forwarding the interests of 
the industry with the same abandon which has charac- 
terized his entire business career. 
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Goon judgment, knowledge of 
when to sell, when not to sell, and how much to sell have all contrib- 
uted to the success of Mark Lyons who now heads the company in 
which he first started as office boy. When the lumber mill supply busi- 
ness in which he had spent most of his life began to slacken, instead 
of becoming discouraged, he resourcefully adapted his organization to 
include other more profitable lines. 


AUGUST, 1932 
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Keeping in Touch with 
DISTRIBUTION 


Pertinent comments on timely topics from 


other fields of distribution 


Price Maintenance 


HARLES R. WALGREEN, 

chain drug store president, has 
announced his acceptance of the Cap- 
per-Kelly Fair Trade Bill with a few 
amendments. Representative Clyde 
Kelly, in a meeting with Mr. Wal- 
green and Senator Arthur Capper, 
explained that the proposed bill 
would allow manufacturers to make 
contracts with dealers which would 
prevent their products being sold be- 
low cost—that the manufacturer 
would have the right to name the 
price at which his merchandise was 
to be sold. Mr. Walgreen suggested 
a change in Section 2, Clause 3 of 
the bill, to the effect that when a 
dealer offers to return merchandise 
to the manufacturer, the manufac- 
turer has the right to accept it at the 
price paid for it, less 10%. This 
suggestion was acceptable to Mr. 
Kelly. Comments by leaders in the 
drug industry indicate widespread 
approval of Mr. Walgreen’s move, 
and a feeling seems to pervade the 
field that if one of the largest chain 
operators favors price maintenance, 
the possibility of improved condi- 
tions in their field is greatly en- 
hanced. 


Wholesaler Proves His Worth 

EORGE E, CULLINAN, vice- 

president in charge of sales, 
Graybar Electric Company, large 
electrical wholesalers, expresses, in 
an article in “Printers’ Ink” for July 
14, the opinion that the wholesaler is 
coming into his own again. The 
principal reason given by Mr. Culli- 
nan for such an opinion is the need 
of careful economy in selling ex- 
pense. Manufacturers, in koom 
times, over-rated the efficiency of 
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their sales organizations, for general 
results were good. When volume 
fell, however, inexcusably high sell- 
ing expenses stood out alarmingly. 
Further, Mr. Cullinan stresses the 
importance of a wholesaler’s name 
being added to that of the manufac- 
turer in selling any product. Other 
reasons given for the coming to the 
fore of the wholesaler are his ability 
to sell, at a profit, in the small quan- 
tities now being ordered, increased 
aggressiveness on the part of modern 
wholesalers and specialized training 
of wholesalers’ salesmen. Mr. Culli- 
nan says, “I believe that wholesalers 
who are now doing a better sales job 
than ever before and who are build- 
ing up aggressive sales organizations, 
are going to retain the advantages 
that have come to them through eco- 
nomic necessity. From being an im- 
portant accessory selling force in 
these times of stress, the wholesaler’s 
selling function will become indis- 
pensable to a well-rounded coverage 
in the days of expanding sales.” 


Hardware Dealers to Study 
Prices 


N order to put the hardware 

dealer in line to meet competition 
from other types of retail outlets, 
the National Retail Hardware Asso- 
ciation will make a study of price 
problems faced by the retailer, ac- 
cording to Hardware Age. At its 
recent Congress, the Association au- 
thorized the appointment of a com- 
mittee to make “an extensive survey 
of the price situation, obtain mer- 
chandise from various competitive 
agencies to study, compare and an- 
alyze prices and qualities of such 
merchandise ; to correlate these facts 
and dissolve them into findings and 


perform such other duties necessary 
to promulgate definite plans and rec- 
ommendations on this price competi- 
tion, to be disseminated for advice 
and use of the various State organi- 
zations.” The report is expected by 
January 1, 1933. 


Shifting Channels « 


URING recent months there has 

been an unexampled degree of 
shifting products and lines of goods 
from one channel of distribution to 
another. Producers who formerly 
sold through specialized channels 
have turned to regular wholesaler- 
retailer outlets. Others who formerly 
sold through the wholesaler-retailers 
have rushed off into exclusive agen- 
cies and other forms of specialized 
selling. New selling schemes, new 
deals, new stunts are appearing in 
profusion. One cannot be sure, but 
it looks much as if there had been 
more of a movement toward, rather 
than away from the older methods 
of distribution such as the whole- 
saler-retailer system. In a declining 
market, specialized selling in all its 
variations, either direct to consumers 
or to retailers, tends to become very 
expensive, and a number of products 
formerly sold direct have recently 
been turned over to wholesalers for 
distribution. One does not ‘hear, 
these days, much talk about the elim- 
ination of the middle man. Accord- 
ing to the Census of Distribution in 
1929, more than 30% of all sales 
made to consumers through retailers 
had come through wholesale chan- 
nels, and it is likely that the propor- 
tion is higher now than it was in 
1929... . Paul H. Nystrom, Profes- 
sor of Marketing, Columbia Univer- 
sity, in “Advertising and Selling.” 
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Brush News 





For Industrial Distributors 





Published by The Osborn Manufacturing Co. 


(Advertisement) Copyright 1932 





“Osborn Brushes 
offer the Distributor 
a nice volume of 
business, ”’ 


Harry Barrett, President, 
Barrett-Christie Co., Chicago, Ill. 


HE experience of the 

Barrett-Christie Com- 
pany of Chicago is typical of 
“Brush Conscious” 
Distributors who have recog- 
nized the importance of their 
brush business by selling 
Osborn Brushes along with 
other major lines. 


Osborn 


“A few years back,” stated 
Mr. Barrett, President of the 
Company, “‘we thought of in- 
dustrial brushes as just 
another item to be picked up 
when a customer included 
them on orders for other 
commodities. 


“The thought had not oc- 
curred to any of us that there 
might be a worthwhile market 
for industrial brushes waiting 





to be developed by the dis- 
tributor who would employ 
the right kind of sales effort 
to accomplish its cultivation. 
“The Osborn Plan has 





KNOW THE LINE OF 
OSBORN BRUSHES 


Wire Wheel Brushes 

Fibre Wheel Brushes 

Paint and Varnish Brushes 
Wire Scratch Brushes 

Floor Brushes 

Push Brooms — Wire and Fibre 
Upright Bass Brooms 
Counter and Bench Brushes 
Window Brushes 

Rotary Brushes 

Flue and Heater Brushes 
Special Purpose Brushes 


THE Os80RN MANUFACTURING COMPANY 
5401 Hamilton Ave. - Cleveland, Ohio 


Sales Branches 
New York, Detroit, Chicago, San Francisco 











changed this state of mind. 
The instructive character of 
Osborn’s advertising and the 
cooperation received from C. 
D. Eadie, the Osborn District 
Manager, have assisted ma- 
terially in the education of 
our salesmen. 


“Our experience with the 
Osborn line has proved to 
our satisfaction that Osborn 
Brushes offer the Distributor 
a nice volume of business.” 


Mr. Barrett’s* remarks typify 
the statements made by other 
Osborn “Brush Conscious” 
Distributors, who have made 
definite progress with Osborn 
Brushes by making the most 
of the sales opportunities af- 
forded by the Osborn line. 
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Sales Pointers Abou 


HI wide scope of uses for Osborn Master Wheels makes it 
possible to interest almost every industrial buyer in their dis- 
tinctive advantages. 
These advantages can best be appreciated by an understanding of 
the unique construction of Master Wheels. 


Every detail of construction is based on sound engineering principles 
that assure maximum performance and utmost durability. 





After cutting and crimping, the 
wire is inserted between the 
stem wire and securely fastened by 
a twisting machine. 


All wire used in Osborn Master ? 
Wheels is especially made to 
exacting specifications. 





3 In genie agehe sse a 4 The next operation brings the 
is bent around a cylindrica two ends of the stem wire to- 
gether. The ends are permanently 
welded together and the wire sec- 
tion is complete. 


form as the first step in giving the 
wire section its circular shape. 





“ s ) eames , 





[he wire sections are locked 
a into the hub parts under tre- 
mendous pressure, making a com- 
plete Osborn Master Wheel. 


To fit any size arbor, adapters 
are snapped into the standard 
2-inch opening of the Master Wheel. 
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The cut-away view of the Osborn Master Wheel illustrates the 
patented hub construction of 8, 10, 12 and 15-inch diameter wheels 
which are the sizes most generally used in industrial plants. The 
4 and 6-inch sizes have a hub construction which is different from 
that of the larger sizes of Master Wheels. 








Only specially crimped wire 
is used in Master Wheels 
because this kind of wire is 
less subject to fatigue (crys- 
tallization). 














Osborn Master Wheels have 
a maximum density of wire 
to secure the following re- 
sults: 


With each revolution of the 
Master Wheel, a. greater 
number of ends of wire 
strike the surface of the ob- 
ject worked upon thereby 
speeding up the operation. 


The maximum density of 
the face of the Master 
Wheel not only gives a 
more effective working sur- 
face but minimizes the 
bending action of the wire 
and prolongs the life of the 
brush. 














(At left ) 

A Master Wheel 
mounted on a 
stationary 
grinder. 


(4t right) 

A Mas ter Wheel 
mounted on a 
port ible tool, 


Osborn Master Wheels 








\ll sizes of Master Wheels 
have a standard 2-inch 
opening into which adapt- 
ers are snapped to fit any 
size of arbor. 


(The adaptability feature 
of Osborn Master Wheels 
permits the distributor to 
give prompt service from 
stock with a minimum in- 
vestment In inventory.) 














Note the “teeth” or prongs 
which prevent the wire sec- 
tions from slipping in the 
hub. 
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The Balancing Test for Master Wheels 
Is a Factor of Utmost Importance — 


VERY Osborn Master Wheel is carefully 

tested and held to a commercially perfect 
balance. Furthermore, Master Wheels are 
mounted on a shaft and rotary trimmed. This 
operation assures perfect concentricity which 
is essential to a true running wheel brush. 


To secure the maximum efficiency built into 


Master Wheels as well as all other types of 


Osborn Wire Wheel Brushes, the equipment 
should be in good condition. 


Urge your customers to keep their equipment 
in good condition. A loose bearing or a shaft 
that is out of line may cut the life of a Master 
Wheel as much as 30 per cent. 


The information about Osborn Master Wheels 
in this issue of “Brush News” should mate- 
rially assist a Distributor’s Salesman in win- 
ning and holding satisfied customers. 

Salesmen of Osborn Distributors are fortified 
with the knowledge that they are providing 
their customers with unsurpassed brush serv- 


ice and maximum value for every dollar 
invested in Osborn Brushes. 


THE OS80RN MANUFACTURING COMPANY 
5401 HAMILTON AVENUE CLEVELAND, OHIO 


Sales Branches: New York, Detroit, Chicago, San Francisco 

















PRODUCTION BRUSHES = SSBORN ol MAINTENANCE BRUSHES 


FOR ALL REQUIREMENTS 


The Mark of Better Brush Service 


FOR ALL REQUIREMENTS 
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A. partial view of the 
stock bins at the Ducom- 
sun Corporation where 
manufacturers’ literature 
awaits distribution 











Merchandising 


ANUFACTURERS spend mil- 

lions of dollars each year for 

the preparation of trade litera- 
ture, catalogs and other promotional data. 
In many instances the distributor does 
not get the full value out of this ma- 
terial. There is so much literature of 
this sort that oftentimes it is thrown into 
the discard without even being glanced 
at. The Ducommun Corporation of Los Angeles has 
developed a method to take care of manufacturers’ trade 
literature and see to it that every last bit of advertising 
value is secured from it. The company’s advertising 
manager, E. H. Settlage, looks after this work in addi- 
tion to his other duties. He has two assistants to help 
him with the details. 

Approximately 300 manufacturers’ lines are carried 
by the company, and of these about 8540, or over 250, 
furnish some form of literature that is distributed for 
advertising purposes. It is estimated that at least 200,- 
000 pieces go out every year. : 

Nothing is wasted, because literature is taken only 
on definite order from the manufacturer, and when it 
comes in it is so carefully “warehoused,” indexed and 
followed up that it eventually gets to its destination, the 
industrial buyer. 

Manufacturers send samples of their booklets, cata- 
logs and folders, all of which are received by Mr. Sett- 
lage. From close contact with the sales department, he 
is able to determine the importance of the field and the 
amount of the advertising literature that should go out 
in each case. He then orders the quantity desired, using 
a special requisition form. This form is made in dupli- 
cate, and the original which goes to the manufacturer, 
ilso carries a detachable sticker, especially calling for 
the package of literature to be delivered to Settlage. 

When the shipment arrives and has reached the ad- 
vertising department, it is first indexed. For this pur- 
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Manutfacturers’ 


Literature 


How the Ducommun Corporation of Los Angeles 
gets the utmost in advertising value out of manufac- 


turers’ promotional material 


pose a letter file is used, with manila folders to which 
are attached a sample of each piece of literature. Each 
folder also bears the bin number. Then the shipment is 
put into its designated bin to await distribution at the 
proper time. Some notion of the size of the storage 
represented by these bins is gathered from the picture 
on this page which shows only a portion of them. In 
the file, the literature is indexed according to commodity. 

There are three principal channels of distribution for 
trade literature: 1. Direct mailing, 2. Enclosure with 
correspondence, invoices and other out-going mail, and 
3. Direct distribution by the company’s salesmen. 


* ACH of these methods has its special adaptabilities 

4 for specific purposes. Enclosures are generally cir- 
culars describing commodities of wide application that 
can be stuffed in all mail. Direct mailing, on the other 
hand, is generally made in the case of items of special 
importance, perhaps in a limited field. At all times, the 
salesmen are urged to keep pushing the literature and 
getting industrial prospects and customers to noticing 
and reading it. This method is perhaps the most effec- 
tive of all, though more limited, naturally, in the num- 
ber of pieces that can be disposed of. Manifestly, how- 
ever, when a salesman has the customer’s attention, gives 
him a piece of literature, and perhaps goes over parts 
of it with him on the spot, nothing can be more effec- 
tive, and that single piece of literature has reached its 
highest point of usefulness. 
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The Distributor’s Position 
Has Been Enhanced 


USINESS sentiment has taken a de- 
B cided turn for the better these past 

few weeks. Commodity prices have 
strengthened and even the stock market has 
shown some signs of coming to life. While 
it is too early as yet to see much improve- 
ment following the constructive measures 
enacted by the Federal Government, favor- 
able results are sure to set in in due time. 


The distributor should be in a position to 
capitalize on any upturn in business immedi- 
ately, because the moment demand begins to 
exceed supply and plants get into production, 
there will be an urgent need for industrial 
supplies and equipment. The local distribu- 
tor, being right on the spot, will be the logi- 
cal source of supply for users to turn to. 


From a competitive standpoint, the dis- 
tributor should be in the best position of his 
career, for even though business “pickings” 
have been slim the past several months, he 
has been able to maintain steady contact with 
his customers and prospects. Such has not 
been the case with direct-selling manufactur- 
ers. The cost of keeping in touch with users 
over a wide territory has been prohibitive. 


As a result, many manufacturers have 
changed their thinking in regard to distribu 
tion and are seeking distributors as sales out- 
lets. Others are merely sitting tight until 
such time as conditions will again justify the 
expense of aggressive sales and ‘advertising 
campaigns. This latter type, however, is 
going to find it doubly difficult to win over 

















the confidence of users in competition with 
live, progressive distributors who have estab- 
lished themselves in the confidence of buyers 
by their ability to serve well during stormy 
as well as fair business weather. 


During normal times, it has been said that 
distributors reecive about one-third of the 
potential industrial supply business. If they 
will but keep alive to their possibilities for 
advancement and fulfill adequately their re- 
sponsibilities both to manufacturer and user, 
the percentage of the total business done by 
them, when conditions again reach normal, 
should show a healthy increase. 


XK 


Check Your Buying Policy 


HERE seems to be a growing tendency 
on the part of manufacturers to declare 
themselves as regards their policy of 
sale. More and more, important producers 
are leaning toward the distributor as out- 
lets for their merchandise. Hardly a week 
passes but what we hear of some manufac- 
turer who formerly paid little or no atten- 
tion to distributor, seeking his cooperation. 


Just recently a large distributor wrote us 
that he finds many manufacturers, who 
formerly sold direct, are now looking for 
distributing connections and that the lines 
can be had on very favorable terms. The 
high cost of selling direct is apparently get- 
ting under the skins of more than a few 
producers. 


Unquestionably, the present unsettled 
state of business has done much to strength- 
en the economic position of the industrial 
distributor and it’s up to him to take ad- 
vantage of it. 


One thing the distributor must do is to 
support manufacturers who stand up for 
him. There are too many cases where a 
distributor is acting as sales outlet for manu- 
facturers who, while protecting him, in his 
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local territory, may be making it tough for 
distributors in other localities. 


Manufacturers’ sales policies should be 
national in scope and individual distributors 
ought to be inquisitive enough to check the 
policies of those whom they represent. To 
put it another way, the distributor should 
adopt and live up to a buying policy which 
calls for the support of manufacturers who 
are cooperating with distributors nationally. 


If distributors would be consistent in their 
buying policies, there would probably be 
less reason for complaint concerning the 
sales policies of manufacturers. 


MA 


Trade Acceptances 
} ‘HERE is a movement on foot to en 


courage the use of trade acceptances 
in commercial transactions. If this 
movement makes sufficient headway, and 
business organizations take to using trade 
acceptances more freely, it should stimulate 
business and strengthen our credit structure. 


A trade acceptance is in fact a post-dated 
check drawn by the buyer to pay for a cur’ 
rent transaction, payable at a stated time at 
the buyer’s bank. Ninety-day paper is pre- 
ferred because it is rediscountable at the 
Federal Reserve. 


Through the use of trade acceptances, 
current commercial credit relations of buyer 
and seller are put on a systematic, negotiable 
basis so as to permit the seller to secure 
immediate payment by taking advantage of 
bank credit. 


Wide use of trade acceptances would 
speed up the turnover of slow open-book 
accounts, keep a large amount of commer- 
cial credit liquid and encourage the use of 
bank credit. 


Many important organizations have open- 
ly indorsed the movement and pledged them- 
selves to use acceptances. Among the 








supporters of the plan are U. S. Steel, Gen- 
eral Motors, General Electric, Dupont and 
Westinghouse. 


The idea has considerable merit and dis 
tributors will do well to check the possibil- 
ities of using trade acceptances in their own 
business dealings. 


x 


Full Steam Ahead 


T a meeting of the Joint Merchandising 
Committee held in Cincinnati July 
27th, plans were developed for putting 

increased effort behind the movement. In- 
creased publicity through the industrial trade 
press, meetings of manufacturers, distributors 
and users in large industrial centers for the 
purpose of explaining the committee work 
and stimulating interest in it, and the encour’ 
agement of subscribers to make use of the 
educational data having to do with the eco- 
nomic importance of the distributor already 
released by the Committee are planned. 


The duties of the executive-manager and 
the recently appointed publicity committee 
were reiterated, the responsibility of the for- 
mer being to initiate such activities as are 
necessary to forward most effectively the 
established program of the Joint Merchandis- 
ing Committee. The function of the public 
ity committee is to cooperate with the execu- 
tivemanager in an advisory capacity on 
publicity and educational matters. This com 
mittee also has the authority to approve or 
disapprove activities of the executive-mana- 
ger on publicity and educational work. 


While progress of the committee work has 
been held back somewhat during the early 
summer months, due to continued business 
inactivity, the Committee has been able to 
maintain its position and prepare to push 
forward aggressively with an active fall 
campaign. 


The decks are now cleared and everything 
is in readiness to proceed full steam ahead. 








Specialization Helped 
Me Make Goo 


ESPITE five years sales ex- 
D perience behind the counter 

in our industrial department, 
I found selling to customers on the 
outside far different from waiting on 
customers who came in to buy. In 
the latter case they are anxious to 
spend their money; in the former, 
they are on the defensive, oftentimes 
determined not to buy. 

On my very first call, I realized 
this difference clearly. I was just 20 
years’ old. There had been several 
changes in the territory recently. My 
inexperience, my short stature and 
weight of 100 pounds, everything 
seemed against me. One buyer ac- 
tually remarked, after studying my 
appearance for a few moments, “How 
long do you think you'll last on this 
job?” 


In five short years Clarence Mussot- 
ter has worked his way from cub 
salesman to one of the leaders on 
the sales staff of this progressive 


industrial distributor 


By CLARENCE MUSSOTTER 


Salesman, Phillip Gross Hardware and Supply 
Company, Milwaukee 








“That all depends on you,” I re- 





plied. “I'll appreciate anything you 
can do to help me.” And strangely 
enough, he did help me. 

The most valuable and practical of 
all help, however, came from factory 
men. I still spend a week each month 
with some factory man who travels 
my territory with me. Altogether 
there are six men I travel with. They 
represent manufacturers of drills, 
grinding wheels, hack-saw blades, taps, 
chucks and belting. 

These men have taught me more of 
the practical fundamentals of their 
products in one week than I learned 
in a two-year technical course at night 
school. Take drills for example. If a 
drill breaks, they told me to look for 
two possibilities. Drill breakage is 
most likely caused either by the negli- 
gence of the user or through some slip 
up at the factory. In the first case, 
when a drill splits up the middle, | 
have learned to look for two things. 





Clarence Mussotter 


the steel, report on the find- 
ings, and replace the tool if it 
was not tempered properly. 
Returning things to the fac- 
tory, however, involves much 
red tape and_ considerable 
time, so wherever possible I 
try to check the tool myself 
to find out what is wrong. 
Usually I ask the user if he 
thinks it is ground up prop- 
erly. Oftentimes this question 
will cause him to admit his 
own error and save me the 
embarrassment of telling him. 

On my calls with the grind- 
ing-wheel salesman, I learned 
such fundamentals as these: 
If the wheel is too hard it 
does not give the proper cut- 
ting and burns the work; if 
it is too soft, it wears away 
too soon. The life and cutting 
ability of the wheel depends 
largely on the proper speed. 





Either it is ground off center or the 





Even though each wheel bears 





clearance is not right, thus preventing 
the chips from working out through 
the flute. If the factory is at fault, the drill may have 
been tempered too hard, causing it to snap; or, if the 
drill will not hold a cutting edge. it isn’t tempered hard 
enough. 

When I receive a complaint on drills, the first thought 
I impress on the buyer is that if there is anything 
wrong with the tool, we will have the factory analyze 


32 


a tag recommending the 

proper speed at which it 
should be set, there are certain operators who disre- 
gard these instructions. If the wheel is recommended 
at 3600 revolutions per minute and the worker runs it 
at 2200, he doesn’t get the proper cutting or service. 
If the wheel is run at too high a speed, it is apt to 
break; also there is the possibility that it will kill or 
maim the user. I always recommend that when a new 
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Dodge Drives and Bearings which 
will reduce the cost of operation, 
speed up production and improve 
the product, are being bought today 
from Dodge dealers who show the 
buyer where changes can be made 
and what savings and advantages 
can be expected as a result. 


Thousands of old drives and bear- 
ings have been replaced by new and 
better units since 1929. Thousands 
more are doomed and will-be re- 
placed. While there may be little 
expansion and few new buildings 
at the start of the upswing, existing 
equipment is being and will be mod- 
ernized to meet increased produc- 
tion demands. 


A cotton mill has replaced 60 old 
drives with new “D-V” Drives. A 
paper mill has purchased Dodge- 
Timken Bearings to the value of 
$10,000.00 to replace old babbitted 
bearings. A flour mill has installed 























new and more efficient Packer Head 
Drives and is changing many of 
their lineshaft and machine bear- 
ings to Dodge-Timken. A steel mill 
has built new special machinery and 
has used Dodge-Timken Bearings. 
A manufacturer of parts has re- 
placed the old countershafts on his 
grinders with modern Dodge-Tim- 
ken countershafts. 


& 
Dodge service to industry has never 
been more valuable and more wel- 
come than it is today. Dodge deal- 
ers have never had as many oppor- 
tunities to serve their industries 
profitably as they have today with 
the enlarged and improved Dodge 
line. 

& 
If you want to make the most of 
this present opportunity to reap 
profit and strengthen your standing 
with your customers and prospects, 
we can help you. Write us for sug- 
gestions. 


DODGE MANUFACTURING CORPORATION .- - - Mishawaka, Indiana 
TLC Tg lt eS a a 














wheel is put on a machine it should be sounded to make 
sure it hasn’t been cracked in shipment. 


I cannot stress too forcibly the value of specializing 
each week. Regardless of whether I am calling with 
a factory man or not, I select some profitable item to 
discuss on each call. I carry a sample with me, corral 
as many circulars and as much descriptive literature 
as I can lay my hands on, and make myself as familiar 
as possible with all talking points. In short, I make 
sure the buyer knows I have a specialized knowledge 
of this particular item. This reminds me of a recent 
call on a customer from whom we had never been able 
to get an order. That day the subject happened to be 
belting. During the course of our conversation, I asked 
him if there was any place he 
was having trouble. It seemed 
that he was having a great 


first order. This experience simply emphasizes to me 
the importance of persistence in selling. 


It is my belief that all customers can be divided into 
three groups. The first group consists of the buyers 
who want to see your samples and are willing to listen 
to you if you can make your sales talk short and snappy. 
The second group wants to talk golf, fish or whatever 
its hobby happens to be, with the business part of the 
conversation incidental. The third group consists of 
the technical or plant men who want facts only. These 
men have no patience with theoretical salesmen. They 
can tell in a minute if you “know your stuff.” They are 
always interested in any ideas or new developments 
which might mean economies in production, improve- 

ments in quality, greater 
speed in production, or 
greater safety. 








deal of trouble on a large main 


The first and third 





drive. The belt refused to 
carry the load. There was 
considerable slippage, causing 
friction, and burning the belt. 
I recommended another type 
of leather belting which cost 
more money. Fortunately | 
had the sample with me, and, 
after a demonstration, made 
the sale. Ever since his for- 
mer indifference has melted 
into an attitude of actual re- 
spect for our house and the 
lines we carry. on each call. 

There have been any num- 
ber of instances where the 
method of pounding home one 
idea on each call has netted a 
first order. There was one 
prospect, for example, on 
whom I had called for four 
years. Many times when I 
presented my card he would 
not even see me. One morn- 
ing, however, I happened to 
get in when I was specializing 


SALES POINTERS 


1. Make friends of the factory men. 


3. Specialize on a long-profit item 


4. Carry samples and plenty of lit- 
erature and make use of them. 


5. Call just as regularly on pros- 
pects as on customers, for sooner or 
later some of them are going to tire 
of saying “no.” 


groups are usually well 
informed. Oftentimes 
they know more about 
your product than you 
do. If that is the case I 
never avoid any of their 
questions even if I do 
not know the answers. 


y a Spend a week each month with I get the information 
some factory representative. 


and let them know later. 
Of course, these two 
groups know your com- 
petitors’ products too. 
Ojitentimes, they will ask 
me if I know such and 
such a salesman. If I do, 
I say yes, and immedi- 
ately extol any virtues 
he may possess. This 
question as a rule is just 
a preliminary. It leads 
up to the second one, 
namely, “If you know 
Bob Gray, you are no 
doubt familiar with what 
he sells,” (a similar ar- 





on hack-saw blades. It was 





ticle to the one I am 





obvious that he was interested, 

so I pointed out a new fea- 

ture of the blade and left a 

sample with him so he could test it. The next day 
he called up and gave us an order for half a gross; 
further evidence of the value of specializing. 


IX months ago, I received my first order from 

another customer on whom I had been working al- 
most five years. I had called on him just as regularly as 
on my good customers. Finally I believe he just became 
tired of saying “no”. His resistance had weakened. 
He had been told so often that the Phillip Gross Hard- 
ware and Supply Company was one of the oldest in- 
dustrial supply houses in Milwaukee; that our prices 
were right; that our merchandise was right; that if we 
weren't “delivering the goods” we wouldn't have been 
able to remain in business for so long a time, that he 
finally decided to try us out. Hence, we received our 
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talking about). I pass 
over this comparison very 
lightly and never mention 
the name of my competitor’s brand, as the buyer is apt 
to deduce that it must be pretty good if I know so much 
about it. The quicker the subject is changed, the better. 


It seems to me a bit presumptious to air my thoughts 
on salesmanship when I have had but five years’ experi- 
ence. Nevertheless, I feel that it has been my fortune 
to receive a rather intensive training in such a short 
time because I have had so many odds to overcome. 
If I were to sum up my most productive methods, I 
would say they are: Make friends of the factory men; 
spend a week each month with some factory repre- 
sentative ; specialize on a long-profit item on each call; 
carry samples and plenty of literature and make use of 
them, and call just as regularly on prospective customers 
as on your good accounts, for sooner or later, some of 
them are going to tire of saying “No”. 
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**Some of the best companions we 
can have these days are 


companion sales. They clink in 
the cash register.°° 
































THE GREAT PUMP MYSTERY 


SYNOPSIS: A supply company head discovers that many pumps 
go into his territory without his company having a chance at 
the business. He decides to investigate and sends for a pump 
manufacturer’s salesman who spends several days making 
calls with a salesman for the supply house. As Episode 6 
opens, the latter is reporting the results to his sales manager. 


EPISODE NO. 6 


E can sell pumps, all right,” said the sales manager. “There isn’t 
any doubt in my mind about that. But I do want to be convinced 
that it will pay us.” 


“Sure it will pay us, chief,” the salesman replied. “We just got 





another order as I came in here. The Varnish Works called up and 
said they want that pump. That’s nice business. The pump lists at $78.” 

“All right. Take that order, for example. You and that pump salesman spent 
a couple of hours down there. Then you spent three or four more, figuring out the 
installation and working up your proposal, and you’re not through yet. How much 
money can we make on that basis on a pump that lists at $78?” 

“But, chief, the next pump we sell may list at 3 or 4 times that amount. And 
on this order there are pipe and fittings, valves, by-passing equipment, temperature 
control. The pump is the smallest part.” 

“But, we’ve sold those people before. They know we sell pipe and fittings. 
Wouldn’t we have had the rest of the order, anyhow?” the sales manager persisted. 

“Not necessarily. As in the past, the customer might have bought the special 
equipment from manufacturers, and sent out for competitive bids on the balance. 
They’re close buyers, and we are not always low. The service we were able to give 


on the pump pushed competitors right out of the picture.” 


(The real market for pumps in your territory consists of a considerable 
volume of pumps plus a considerable volume of companion sales. We 
gladly teach your salesmen how to develop this business. We can afford to 
because we can supply all* your pump needs. See Episode 7 next month.) 


*The only complete line of industrial pumps for every type of service is made by 


GOULDS PUMPS Inc., Seneca Falls, New York. 
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Southern Association Strives for 
Profits 

Alvin M. Smith, secretary-treas- 
urer, Southern Supply and Ma- 
chinery Distributors’ Association, re- 
ports strong efforts on the part of 
that group towards stabilization of 
markets and the securing of legiti- 
mate margins of profit on the small 
volume of going business. 

The work of this Association since 
the convention has featured instruc- 
tion on the cost of doing business. 
Attention of all members has been 
called to some of the ruinous prices 
being quoted and urgent requests 
made that no business be accepted 
which does not show a legitimate 
profit. 

The credit situation, an acute prob- 
lem in the territory covered by this 
group, has received considerable at- 
tention and the cooperation of all 
members urged. 

Preparations have been made to 
hold group meetings directly after 
Labor Day. These meetings will be 
operated on the ‘“Group-by-Indus- 
try” plan as exemplified at the Cin- 
cinnati convention. President Given 
has appointed the following chairmen 
for their respective districts: Texas 
and Oklahoma group, C. C. Krueger, 
San Antonio Machinery and Supply 
Company; Louisiana, southern Mis- 
sissippi and Mobile, Alabama, Mark 
Lyons, McGowin-Lyons Hardware 
Company, Mobile; Georgia, Florida, 
Alabama (except Mobile), Chatta- 
nooga, Tennessee, C. A. McAlister, 
Taylor Iron Works and Supply Com- 
pany, Macon; Virginia, North Caro- 
lina and South Carolina, F. W. 
Glover, The Textile Mill Supply 
Company, Charlotte; Arkansas, 
Northern Mississippi and all points 
in Tennessee except Chattanooga, 
sristol, Johnson City, Knoxville and 
Jellico, T. W. Lewis, Lewis Supply 
Company, Memphis. 

The chairman for the district cov- 
ering West Virginia, Kentucky, and 
Knoxville, Bristol, Johnson City and 
Jellico, Tennessee, will be named 
very shortly. 
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The Southern Association looks 


for a great deal of good to come 
from these group meetings and the 
officers and chairmen are doing ev- 
erything in their power to assure a 
full attendance and an_ interesting 
program. 





Bert Ackles, sales manager, the Rayl Com- 
pany, Detroit, fourth from the left, is set 
upon by a whole flock of salesmen. Left to 
right, they are: “Larry” McCormick, Min- 
nesota Mining and Manufacturing Com- 
pany; G. B. Munyan, Greenfield Tap and 
Die Company; J. C. Harrington, Reading, 
Pratt and Cady Company and W. H. Har- 
low, the Vortex Manufacturing Company. 


National Association Active 

Since the Cincinnati Convention, 
the National Supply and Machinery 
Distributors’ Association has been 
very actively engaged in gathering 
and disseminating information on 
questions of current interest. 

As a means for clarifying distribu- 
tors’ opinions on various subjects, 
the Association, under the leadership 
of President Ruhf, has chosen to use 
a series of letters designed to draw 
comments and suggestions. To in- 
augurate the series, Mr. Ruhf sent out 
the first letter on July 1, followed 
closely by a second on July 11th. The 
latter had to do with cash discounts. 

A movement has been launched 
to encourage manufacturers to adopt 
sales policies which will conform 
more closely to the needs and require- 
ments of distributors. An effort is 
being made, in this connection, to 
formulate the ideal sales policy first 
and then to go about the work of 
encouraging its use. Suggestions 
from all members of the executive 


committee are being received as to 
the form of such a policy. 

George A. Fernley, secretary- 
treasurer of the Association, reports 
continued activity in support of revi- 
sion of the present Anti-Trust laws. 
He reports advices reaching him 
which indicate that such revision 
will be seriously considered when 
Congress reconvenes in December. 
All members have been urged to re- 
quest support of such _ legislation 
from their representatives and sena- 
tors. 

At the request of several members, 
Mr. Fernley has compiled and sent 
to all members, a resume of that part 
of the new Revenue Act affecting 
distributors. 

The Association has been actively 
cooperating with the Southern Sup- 
ply and Machinery Distributors’ As- 
sociation and the American Supply 
and Machinery Manufacturers’ Asso- 
ciation in connection with the Group 
by Industry movement. An an- 
nouncement as to its plans and ap- 
pointees will be forthcoming very 
soon. 

* * * 


New Officers for Geller, Ward 
and Hasner 

At a special meeting of the board 
of directors of the Geller, Ward and 
Hasner Hardware Company, St. 
Louis, Missouri, held on June 29, 
1932, I. W. Love, formerly secretary, 
was elected president, to fill the 
vacancy caused by the death, on June 
22, 1932, of G. W. Geller. Emil 
Homer was elected first vice presi- 
dent, an office vacated on March 26th 
by the death of Luther T. Ward. A. 
J. Austin was elected second vice- 
president, Otto H. Fink, secretary 
and E. F. Partenheimer, treasurer. 

S. V. Ward, son of the late Luther 
T. Ward, was elected a director and 
is now sales manager of the indus- 
trial and railway supply department, 
succeeding his father in that capacity. 

It is interesting to note that five 
of the original directors who assisted 
in the founding of the company are 
still active. 
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STRENGTH — SAFETY 

















DEPENDABILITY 


The Diamond “W” brand on Hoist Hooks, Eyebolts and Rope Sockets is 
your assurance of superior performance. These Williams’ products are 
all drop-forged from specially selected steel. Individual proof-testing of 
every Williams Hoist Hook and Eyebolt guarantees strength and safety. 
Available in various sizes and patterns. Ask for descriptive literature. 


J. H. WILLIAMS & CO. 


‘‘The Drop-Forging People’ 
75 Spring Street, New York 


Wi vi DROP-FORGED +S | { 
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Works, Buffalo, N. Y. 


Buy from 
Your Distributor 


Western Warehouse 
and Sales Office: 
CHICAGO 
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Ernst L. Reichle, president, Reichle Supply 
Company, Saginaw, Michigan, on a fishing 


trip through Wisconsin. Mr. Reichle re- 

ports three 34-inch “muskies” reposing in 

his refrigerator to be used later on in the 
season. 


George H. Young Honored 

Quite a lengthy item in the Port- 
land “Oregonian” of July 18th, 
brings the news of George H. 
forty-fifth birthday. Mr. 
Young is the general manager of the 
Marshall-Wells branch in Portland. 

Mr. Young was born in Daven- 
port, Iowa. In 1896 his family moved 
to Des Moines where he lived until 
1910. Mr. Young graduated from 
lowa State College at Ames in 1910 
and went to work for Marshall- 
Wells immediately. After two years 
in Duluth as an order clerk, Young 
was moved to Portland to be man- 
ager of the paint and glass depart- 
ment of the branch there. In 1920 
he was appointed sales manager of 
this branch and in March, 1932, was 
appointed General Manager. 

In 1927, Mr. Young was vice- 
president of the National Paint, Oil 
and Varnish Association in charge of 
the Pacific Coast Department. 


* se * 


Young's 


Harry P. Leu Attends Rotary 
Convention 
Harry P. Leu, president, Harry P. 
Leu, Incorporated, Orlando, Florida, 
has just returned from the Rotary 
convention in Seattle. While on the 


coast, he interviewed several dis- 


tributors. While he is not overly 
enthusiastic about business condi- 
tions in Florida, Harry _ states, 


“Florida people are the gamest to be 
found anywhere and we hope it will 
not be long before conditions im- 
prove.” 


A. E. Hoffman Vacations in 
Colorado 

A. E. Hoffman, manager of the 
mill supply department, Smyth-De- 
spard Company, Utica, New York, 
has recently returned from a three 
weeks’ business and pleasure trip to 
the west. Making his headquarters 
at Denver, Mr. Hoffman visited the 
national parks and traveled into the 
mountains. 

Mr. Hoffman reports that business 
in that sector seems to be on the up- 
grade. Many of the people out of 
work in Denver are panning gold 
right in the city. It is said that 


these men can make five or six dol- 
lars a day with a small find. 





my 
\\ 


A. E. Hoffman, manager, mill supply de- 

partment, Smyth-Despard Company, Utica, 

New York, snapped while on his vacation 
at Echo Lake, 40 miles from Denver. 


Ryerson Celebrating 90th 
Birthday 
Ninety years ago, in 1842, Joseph 
Ryerson established an iron store in 
Chicago, then a city of only 6,000 
inhabitants. Coming from Phila- 
delphia at the request of a firm of 
Pittsburgh iron manufacturers, he es- 
tablished his business in a small two- 
story brick building, one of the very 
few to be found in the little town. 
From the first, the venture proved 
successful. Moves were made, one 





after the other, into larger and more 
desirable quarters. In 1871, the Chi- 
cago fire completely destroyed the 
building and stock. But Mr. Ryer- 
son was not discouraged. While a 
new store was being built, the busi- 
ness continued to function in a shed 
room, with an office in an adjoining 
stable. 

In 1914, a policy of expansion was 
adopted and the business extended to 
the possession and operation of large 
plants and warehouses in various 
other cities. 

Joseph T. Ryerson and Son, Incor- 
porated, is now represented by 10 
large and complete _ steel-service 
plants in the principal steel markets 
of the country. Each plant is 
equipped with modern facilities for 
the quick handling of steel and is 
strategically located from a rail and 
trucking standpoint. The Ryerson 
Company has grown to be the larg- 
est independent distributor of steel 
and allied lines in the world. 

Mitt Suppites extends its con- 
gratulations to this fine company on 
its 90th birthday with the wish that 
greater success may be its portion in 
the next 90 years. 


“ + = 


Northern Machinery Distributes 
New Product 

The Northern Machinery and Sup- 
ply Company, Minneapolis, has been 
appointed distributor for the Metal- 
lizing Company of Los Angeles, Lim- 
ited. Its franchise covers the sale of 
the Metallizing Gun in the states of 
Minnesota, North Dakota and South 
Dakota. The gun, and its remarkable 
ability to spray metal on any surface, 
were described in the July issue of 
Mitt SupPPties. 





W. C. Peak, secretary, the Service Caster 
and Truck Company, Albion, Michigan, is 
the smiling gentleman, third from the left. 
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USTOMERS in the market for me- 
C chanical rubber goods have a habit 
of asking for Goodyear products. 

They either know Goodyear Mechan- 
ical Rubber Goods from personally prof- 
itable experience or they know them by 
advertising—by good name. 

Goodyear is constantly promoting this 
demand for Goodyear goods by name— 


promoting it by the maintenance of 





TUNE IN: Goodyear invites you to hear the Revelers 

Quartet, Goodyear Concert-Dance Orchestra and a feature 

guest artist every Wednesday night, over N. B. C. Red 
Network, WEAF and Associated Stations 


BELTS 








Goodyear quality, by developing new and 
better rubber equipment for industry, by 
a consistent and extensive program of 
Goodyear national advertising. 

The door to the greater and readier 
market thus created is the Goodyear 
Franchise. Why don’t you investigate it? 
A word to Goodyear, Akron, Ohio, or 
Los Angeles, California, will bring full 


information. 














A Few of Goodyear’s 
New Successful Developments 
in Mechanical Rubber Goods 


TheGoodyearCOMPASS | The Goodyear Emerald 
Endless Belt Cord Air Hose 
* 2 


The Goodyear THOR 
Belt Seamless 


The Goodyear Emerald 
Cord Hy-Pressure 


e Water Hose 
The Goodyear COMPASS ae 
Cord Oil Well Belt — | The Goodyear Asbestos 





DOUBLE Cord Steam Hose 




















MOLDED GOODS 






PACKING 
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Profit by 


ARMSTRONG Quality 
ARMSTRONG Dominance 
ARMSTRONG Jobber Policy 
ARMSTRONG Advertising 


and the completeness of 


ARMSTRONG Lines 


There is no sounder foundation for 
steady, repeating, permanent busi- 
ness than ARMSTRONG Quality ; 
no greater sales aid in the indus- 
trial field than ARMSTRONG 
Dominance (ARMSTRONG Tool 
Holders are used in over 96% of 
the machine shops and tool rooms). 
There are no tools more consist- 
ently or widely advertised than 
ARMSTRONG TOOLS. 


For over 40 years the Armstrong 
Bros. Tool Co. has sold its products 
thru jobbers—recognized indus- 
trial distributors. This company 
has always stood behind its prod- 
ucts with an operating guarantee 
of absolute satisfaction, and, has 
protected its jobbers’ prices and 
profits. 


ARMSTRONG Lines are complete 
lines—they require no fill-ins. Each 
is a quality line that brings eus- 
tomers back. All help sell each 


TOOLS from your 
Supply House 


<> 


ARMSTRONG BROS.TOOL CO. 


‘The Tool Holder People’ 
305 N. Francisco Ave., CHICAGO, U.S. A. 


other. 


This cut directs buyers to 
you in all ARMSTRONG 
Advertising. 












ARMSTRONG 
Tool Holders 


Holders for 
every operation 
on Lathes, Plan- 
ers, Slotters and 
Shapers, Save All 
Forging, 70% Grind- 
ing and 2% 
Speed Steel. 


ARMSTRONG 
Drop Forged Wrenches 


New (1982) designs and 

steel makes these the 
strongest, finest 
carbon steel | 
wrenches made. § | 
37 types— 
all sizes. 













Chrome- 
Vanadium 

Wrenches (a 
dozen new 


types) longer, 
lighter, thinner, 
stronger. 


LATHE DOGS 


and Machine Shop 
Specialties 


Drop forged, with 
alloy steel screws. 


ARMSTRONG 
“C” CLAMPS 


7 types, 
steel. 


drop forged 















ARMSTRONG 
Ratchet Drills 


The most 
comp lete 
line made 
all steel. 


Better Pipe Tools 
Each an im- 
proved tool, the 
most com- 
plete line 
made, 








| 








| Company, Portland, Oregon. 
pany has received the Delco Appliance 
franchise for the Pacific Northwest. 


| territory. 


= : ; »ANY 
z )PBURY & COMPAR = 
DELCO-LIGHT PRODUCT” gages 





This com- 





Woodbury Opens Seattle Branch 

With the acquisition of the Delco 
Appliance franchise for the Pacific 
Northwest, Woodbury and Company, 
Portland, Oregon, has opened 4 
branch house in Seattle. 

S. F. Woodbury, president, in 
commenting on such a move in these 
times says, “Opening a branch in a 
foreign city with conditions uncer- 
tain may not be the thing to do, but 
I personally feel that the well-known 
‘corner’ has been rounded and that 
business is again headed in the right 
direction. It is my opinion, further, 
that the policies adopted by many 
large manufacturers of closing their 
own branches and giving the selling 
of their lines to industrial distrib- 
utors, is significant. Jobbers have an 
opportunity of getting high grade 
lines now that they never had be- 
fore, and if they rise to the oppor- 
tunity, manufacturers who believe 
that such a fundamental move is 
profitable, will surely reap the cour- 


age of their convictions.” 
* * x 


| Ulmer Distributes Victor Welding 


Equipment 

Theo. C. Ulmer, Incorporated, 
Philadelphia, has taken on the dis- 
tribution of Victor welding and cut- 
ting equipment for the Philadelphia 
It also has added to its 
sales force a specialty man with me- 
chanical experience. His job will be 
to give help to customers on prob- 
lems in welding, drilling, tapping and 
other shop work. 

* * * 


Foss Notes Improvement 
A report from M. L. Foss, Incor- 
porated, Denver distributors, indi- 
cates that its business for June, 
while slightly less than for June last 
year, shows an increase of approxi- 
mately 20% over the monthly aver- 

age for the first quarter of 1932. 
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Never has industrial equipment been 
so vital a factor in industrial prosperity. 

Never has it been so necessary to apply 
the lash of increased efficiency to every 
small detail of plant operation. 


With lowered selling prices eating into 
profit margins the importance of the 
proper lacing equipment is becoming 
more and more significant to owners of 
belt driven mills and factories. 


Base your selling arguments for Clip- 
per lacing equipment on the need for 
protection against costly delays in pro- 

duction, the expense of idle hands and 
the breaking of manufacturing routine. 








The Clipper No. 6 Speed 
Lacer is a marvel of belt 
lacing efficiency. Laces 
both ends of a six inch 
belt in exactly 90 seconds, , 
Weight only 56% Ibs. 


Clipper B elt ir © any 37.500 Ibs. pressure. 


GRAND RAPIDS MICHIGAN 







AUALI 


a 
CLIPPER PINS 


Clipper Lacers come in types for every 
requirement, lacing the smallest of 
belts up to the heavier and wider 
ones. The use of Clipper Hooks and 


Pins ensures a perfect lasting joint. 





CLIPPER HOOK 
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USE—FAIRBANKS 
New “No. 500” Style 
Rubber Tired Truck Wheels 


and end your truck worries! 

















No. 508 RA-8-inch Size with Hyatt Roller Bearings 


Here is something that the dealer can sell and sell at a profit— 
our new “No. 500” Style Rubber Tired Truck Wheel. 

There are untold numbers of hand trucks in use and the tend- 
ency, more and more, is to equip these trucks with protective tired 
wheels. 

The Fairbanks new “No. 500° Wheel fills the bill—it is strong 
and durable, operates easily and noiselessly, and is a real protection 
to floors. 

The tire is made of special high grade rubber, of great tensile 
strength and resiliency, and is vulcanized to the wheel proper in a 
manner that insures firm adhesion and long wear. 

Hyatt roller bearings of special design are used. The wheels are 
well balanced and are equipped with Zerk fitttings for proper 
lubrication. 


7" 


Made in sizes 3” to 16” as standard, and otherwise to order. 
Write for catalog and prices. 


Fairbanks Hand Trucks and “No. 500” 
Style Wheels are an ideal 
Truck Equipment 





The FAIRBANKS Company 


Boston New York Pittsburgh 


Distribution Everywhere 























Gartner Refuses Gregory 
It has been reported to Mitt Sup- 
PLIES, that Charlie Gartner, recently 
mentioned as campaign manager. for 
Russ Gregory, candidate for Senator 


| from Evanston, has refused the office 


on the grounds that Gregory insists 
on running on a dry platform. 
Further, it is reported, Gartner is 
considering offering his services to 
Frank Hofacker, whose campaign 


| seems to have hit something of a 
| snag in Evansville. At any rate, it is 
| impossible to get any publicity from 


| Company, Philadelphia. 


his office and that, surely, is a sign 
of decadence in politics. 








H.S. Kenney, Secretary, Casanave Supply 


With a back- 


| ground of 26 years in the supply business, 
| Mr. Kenney says, “I find that a salesman can 


| two retail 


make more money for himself and his 
house by concentrating most of his effort 
on a few profitable special lines.” 


Kendall Hardware Expands 

A newsy letter from A. C. Ken- 
dall, president, Kendall Hardware 
and Mill Supply Company, Battle 
Creek, Michigan, brings the informa- 
tion that his company has opened 
stores in Battle Creek, 
both of which are turning in a very 
satisfactory volume. 

J. D. Owen, Kalamazoo district 
salesman, reports a much brighter 
outlook and his busiiness has shown 
a remarkable improvement in the 
past 30 days. 
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; When announcing our new policy recently we 
5 a { , ; 
expressed great pride in the loyalty which many out 
; standing distributors of the industrial world have given 
f . us. And we have a right to be proud of their loyalty. 
For among our present distributors are organizations 
who have been handling N. Y. B. & P. Mechanical Rub- 
ber Goods for more than fifty years. 


The fact that these distributors have continued to 
handle N. Y. B. & P. Products with increasing success 
year after year, decade after decade, is convincing evi- 

dence of the support that we as a manufacturer have 
* given them ... . support in their distributing activi- 
ties as well as in the quality of N. Y. B. & P. Mechanical 
F Rubber Goods. 


This high degree of cooperation that has always 
existed between New York Belting & Packing Co. and 
distributors of N. Y. B. & P. Products is now being 
reflected among our more recent distributing connec- 

: ; tions formed under our new policy—to sell and dis- 
, tribute the complete line of N. Y. B. & P. Mechanical 
Rubber Goods exclusively through competent dis- 
tributors. 


This policy is an emphatic pledge to maintain unquali- 
fied support of our present distributors. And it is an 











b y ) offer to extend it to other outstanding distributors in 
< : territories where we are not now represented. : : 
— ae 
, 
New YorkK BELTING & PACKING (. 
| 211 PASSAIC ST. oO PASSAIC,N.J. 
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Tools have 
got to be good to 
keep their jobs today | 


ae Eee 


Small tools are no exception to today’s rule of 
eliminating, needless expense. Metal cutting 
tools must work, last lon} between sharpen- 
ings, keep production on a profitable basis. 


—— 


You will find a readier acceptance for ? 
MORSE Tools in these times of careful 
buying. Drills, cutters, taps and dies, ream- 
ers — the whole line can be sold on their 
ability to do the most work in the least time. 


MORSE 


TWIST DRILL & MACHINE COMPANY H 


NEW BEDFORD. MASS..,.U.S.A. 








bd 


THE MORSE LINE INCLUDES: High Speed and Carbon | 


DRILLS REAMERS CUTTERS TAPS AND DIES SCREW PLATES ARBORS 
CHUCKS COUNTERBORES MANDRELS TAPER PINS 101 0) .6 8 Be SLEEVES 
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Mistake Acknowledged 
A comment appearing in -“Dun- 
can’s Doin’s,” house organ of the 
k. C. Duncan Company, Minne- 


apolis, Minnesota, admits a mistake | 


made by that company. Some one 
made the remark that Duncan had 
made a mistake in moving into its 
new and larger quarters in such 
times as these. Duncan admits a mis- 
take was made, but says that it was 
in not moving a long time ago. It 
has found that the increased space 
and improved service facilities have 
enabled it to serve the needs of its 
customers far better than was possible 


in the old building. 
* * * 


Bingham Adds Territory on Two 
Lines 

Henry Disston and Sons, Incor- 
porated and the Bay State Abrasive 
Products Company have requested 
the Bingham Tool and Supply Com- 
pany, Cincinnati, to take over the 
distribution of their products in the 
city of Dayton in addition to the 
territory already covered. 

* * * 

Biggs Pump Lands Big Order 

The Biggs Pump and Supply Com- 
pany, Lafayette, Indiana, last month 
received an order from the City of 
Lafayette for three deep well turbine 
pumps, 1200 gallon per minute capac- 
ity and one 4,000,000 gallon cen- 
trifugal which will be furnished this 
month, 


Abe Lincoln has sold for Morley Brothers, 
Saginaw, Michigan, for the last 24 years. 
So regular has he been in contacting his 
customers that several called in to find out 
what had happened when a recent illness 
confined him to his home. 








H. E. Baker, city salesman for the Boyer- | 
Campbell Company, Detroit, specializes on 
supplies for the numerous tool and die 
makers to be found in that city. Mr. Baker 
has been in the supply business for more 
than 17 years and with Boyer-Campbell for 
the last five. 





| 

| 

Haverstick Constructs | 

Parking Area 

As a contribution towards im- 
provement in the unemployment situ- 
ation, Haverstick and Company, 
Rochester, New York, has just com- 
pleted a new concrete driveway and 
parking area. Low prices have 
made it possible to prepare for the 
future in a most economical manner. 
Ralph C. Richardson, vice presi- 
dent, reports good luck on a fishing 
trip into Canada. No mention is 
made, however, in the report as to | 
the nature of the luck. 








| § 


“2 * 


Hollis Distributes Refrigerators 


J. L. Hollis, president, Hollis and | 
Company, Little Rock, Arkansas, re- | 
ports that his company will distribute | 
Leonard Electric Refrigerators. 


* * * | 


R. C. Neal Adds Two Lines 

R. C. Neal Company, Incorpo- | 
rated, Buffalo, New York, has taken | 
on the line of tubular rivets and | 
riveting machines manufactured aL | 


the Penn Rivet Company, Philadel- 


phia. It will also represent the | 


Risdon Manufacturing Company, | 


Naugatuck, Connecticut, on small 
stampings and deep drawings in all 
metals. 

Business in June showed consid- 


erable improvement over May, ac- | 


cording to Ray Neal. The small | 
orders were more numerous and 


prices appeared somewhat more firm. | 


nalyz C 
Your 
File 

Business 
and 
Build 
More 

Profitable 


Volume 


se with 


Are you just swapping dollars? 
—VJust HANDLING files as a 


necessary-convenience? 
Stop—Analyze—Think! 
You can SELL files at a profit. 


"Cleveland's" Jobber - Distribu- 
tors don't just handle files, at no 

rofit, they make a business of 
+ LLING these super-quality 
"Production Tools" 


as staples 
showing actual profits. 


Our plan of distribution through 
the legitimate jobber-distributor 
provides for quality of product, 
exclusive sale through territorial 
rotection, the closest kind of 
saree cooperation, and the ever 
required resale margin, all of 
which builds for permanence, sta- 
bility, and profit—placing a job- 
ber's file business where it be- 
longs and taking it out of the 
class of necessary evils. 


Through this plan Cleveland File 


_ shows you how to build a perma- 


nent, profitable file business. Get 


_ it today. 


PIES ROU ETI EE ARI ABR CNS 
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BUY IT FROM THE DI7 TR 


The 
CLEVELAND FILE 
Company 


3400 Hamilton Ave. 


Cleveland, Ohio 
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AKE graphite forms a 
(Flee layer prevent- 
ing metallic contact. This 
is the basic reason for the long 
wear and freedom from trouble 


when bearings are lubricated 


with DIXON’S Graphite Grease. 


By keeping bearings supplied 
with this lubricant, their life is 
extended indefinitely, adjust- 
ments being necessary only after 
long periods of service. A graph- 
ite-polished bearing surface re- 
duces friction to a minimum. 


DIXON supplies Graphite Cup 
Grease in six degrees of hard- 
ness. Tell us the conditions and 
we'll advise which DIXON Prod- 


uct to use for better service. 


Motors Compressors 
Stokers Machine Tools 
Line Shafts Conveyors 
Pumps Fans 

Engines 


52 (Ga ih a 
Joseph Dixon Crucible Company 


Jersey City 
104 YEARS OF 


New Jersey 


DIXON SERVICE 








E. C. Sullivan, who covers Connecticut for 
L. L. Ensworth and Son, Hartford. After 
12 years as a supply salesman, Mr. Sullivan 
feels that “confidence between the buyer 
and seller is the foundation of all business. 
For that reason selling a product is easier 
after the salesman has sold confidence in 
his knowledge of the buyer’s needs and the 
services of his house.” 


Carey Adds Two Men 


Andrew G. Carey, president, Carey 
Machinery and Supply Company, 
jaltimore, announces the employ- 
ment of two new salesmen. 

C. F. Pearson, formerly with the 
3rown and Sharpe Manufacturing 
Company, is now a member of the 
machine tool sales force. 

I. E. Hunt, formerly sales engi- 
neer for Worthington Pump and 
Machinery Corporation, is in charge 
of the sale of the Worthington line, 
Strong steam traps and Foster re- 
ducing valves. 





A view into the pipe and fitting stock of 
the Charles C. Lewis Company, Spring- 
field, Massachusetts. Note overhead racks 
for drain pipe and well-marked fitting bins. 
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! Drop 

: Forged 

: Alloy Steel 
DROP FORGING 

| alone assures fine 


grain structure and 
soundness; therefore 
drop forged Alloy 
Steel Valves and Fit- 
tings are better than 





cast valves and fit- 
tings for high pres- 
sure and high tem- 





‘a napuiarers of: 
r Steel Valv nm 
slg hig ton erature work. 
and Refrigerating Ma- 
pact il Rehnery 
uipment, Water Tu =o , - 
Boilers, Heat Ex- Write for Catalog F-7 
hangers. 


HENRY VOGT MACHINE CO., Louisvitte, KENTUCKY 


INCORPORATED 


New York Chicago “Cleveland Philadelphia Dallas 


om tae 


Oil « Steam + Water + Gas + Air + Chemicals 
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and found to 
fastest---- 


wear longest 


In the words of one jobber — “The Victor 
‘Moly’ GOLDSTEEL blades have been tried 
and found to cut the fastest and wear the 
longest of any hack saw.” In a nutshell that's 
the reason why hack saw users everywhere 
are turning to the Victor “Moly” for better 
metal cutting service—better hack saw values. 

This remarkable blade will do anything any 
hack saw blade can do and costs only about 
one-half. 

Manufacturers in your territory will be in- 
terested in the cash savings and the extra 
performance possible with the Victor “Moly”. 
It's colored a distinctive gold for easy 
identification. 

Complete information, prices 
and discounts on request. 


MOLYBDENUM 


HEAVY DUTY—EXTRA VALUE 


HACK SAWS 


VICTOR SAW WORKS, INC. 


MIDDLETOWN 





NEW YORK 


” @2319 


| in New York. 
| hibit without motion drew the atten- 
| tion of 105 people in a test conducted 

during the noon hour one day and 


Standard Equipment and Supply 
Succeeds McLaughlin 

| The Standard Equipment and Sup- 
| ply Corporation has succeeded the 
| McLaughlin Mill Supply Company. 
|The new company will occupy the 
same quarters at 534-535 Michigan 
Street, Hammond, Indiana. 

J. J. Badalli, R. E. Conway, L. 
Freeman, H. H. Norden, M. Free- 
man and T. Calligan are members of 
the new firm and are all active in the 
business. 

The store front of the new firm 
has been redecorated and now fea- 
tures bulletin boards announcing 88 
leading lines of merchandise carried 
in stock. 


* * * 


Paint and Varnish Simplification 
Proposed 
| The Bureau of Standards, Depart- 
ment of Commerce, on July 15, 1932, 
| circulated to all manufacturers, dis- 
| tributors and others interested in the 
| simplification of paints and varnishes, 
the simplification program  unani- 
| mously adopted by the American 
| Paint and Varnish Manufacturers’ 
| Association, the National Paint, Oil 
and Varnish Association and the Na- 
tional Association of Paint Distribu- 
tors. ‘ 
| This program is submitted for ap- 
| proval of all interested and, if ap- 
proved, will be substituted for the 





| Limitation of Variety schedule adopt- 
| ed in 1924. The simplified practice 


recommendation, if adopted, will be 
subject to revision one year after 


| date and annually thereafter, so that 


changed conditions and new trends 
may be met as they occur. 
* * * 


Motion in Display Found 
Effective 
Motion in a window display was 
found to be about nine times as 
effective as a stationary display in 
causing passersby to stop and look, 
in a limited test recently conducted 
An educational ex- 


on the second day, with a small elec- 
tric train in motion, 950 persons 
paused to look. 

Distributors with good window 
space, might find it to their advan- 
tage to make use of the above find- 
ings. Working models of motor 
drives, pumps, etc., have been found 
valuable by many. 
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The introduction of the new Day- 
Steel Pulleys gives you an unprec- 
edented opportunity to get the bulk 
of this type of business in your terri- 
tory. It’s a Drive heretofore unap- 
proached in those essentials which 
appeal most to buyers of power 
transmission equipment... offering 
new economy, new efficiency, new 
standards of performance. Now you 
can offer your clientele a new and 
better Drive, which is— 

—from 30% to 50% lower in price— 


offering tremendous savings in initial cost 
and in maintenance expense. 


—accurately formed from heavy-gauge 
pressed-steel, strongly welded both at 





the rim and at the web— 
assuring maximum strength 
and ruggedness with a sub- 
stantial reduction in weight. 


—rigidly assembled with a 
hub of unique design—pro- 
viding true running and accu- 
rate balance. 


—finished in high quality aluminum— 
providing complete protection and out- 
standing appearance. 


—made with 1 to 5 grooves—for all 
ratings of 714 h.p. and below—all speed 
ratios—all center distances. 

And to make sales still easier, these 
new Day-Steel Pulleys are individu- 
ally packaged, and include inter- 
changeable bushings for any size 








bore—the first time that 
drives have ever been 
offered in such a con- 
venient and attractive 
way. They will appeal to 
all who are interested in 
a drive which combines 
the qualities of economy, 
efficiency and attractive appear- 
ance. From every standpoint, there’s 
no drive to equal the new Day- 
Steel Pulleys used in connection 
with Dayton Cog-Belts ...an un- 
usual opportunity for distributors. 

Why not get the complete 
proposition? We'll be glad to 
send it to you. Just ask for Bulletin 
No. 110, which gives all the facts. 


THE DAYTON RUBBER MANUFACTURING CO., Dayton, Ohio 


Factory Distributors in Principa! Cities and all Westinghouse Electric and Mfg. Company Sales Offices 
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COG-BELT DRIVES 
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Mo-lyls-cden-um Seam 


There 


is no 


substitute 
for providing the 










Jobber with strong lines. 


— goods in demand, aggressively advertised, ethically | 

merchandised. In these particulars there is no substitute | 

for the Allen screw, wherein the basic strength of the product | 
itself is backed by strength of organization and ample re- 
sources. . . Jobber-distributed for twenty-two years, and Jobber- 
F a favored all these years for dependability of product and sales-policies. 


THE ALLEN MEG. COMPANY 


Harrrorn, Conn. U.S§$.A. 


Evan Jones’ Son Married 

Doctor David N. Jones, D.D.S., 
son of Evan Jones, who for the last 
thirty years has been connected with 
the W. M. Pattison Supply Com- 
pany, Cleveland, was married on 
Thursday, June 30, at the Lakewood 
Presbyterian Church. The bride was 
Miss Eulalie Aukerman, daughter of 
Mr. and Mrs. N. B. Aukerman oi 
Lakewood. Pete Boylan reports that 
the church was filled to capacity with 
the many friends of both the young 
couple and their parents. 


* * * 


Industrial Supply Salesman 
Available 

F. C. Fager, 1434 West State 
Street, Rockford, Illinois, a supply 
man with over 19 years’ experience 
in the industrial field, is now free. 
Mr. Fager has had 12 years’ experi- 
ence with a large manufacturer, 
progressing from cashier to plant 
manager and over 7 years with a 


| leading supply house. During the 
| latter period, his duties have con- 


sisted of buying, office management 
and show room selling. He is free to 
move to any city. 


*x* * x* 


Ellsworth-Porcupine to Distribute 
Manhattan Products 

The Ellsworth-Porcupine Com- 
pany, Bridgeport, Connecticut, have 
taken on the mechanical rubber goods 
line of the Manhattan Rubber Manu- 
facturing Division of the Raybestos- 
Manhattan Company. 





MILL SUPPLIES’ photographer finally 
has located a bashful credit manager! Miss 
Anne Tracy, who fills that position for the 
Universal Valve and Fittings Company of 
Cleveland, really wasn’t very anxious to 
have this picture taken. The coatless gen- 
tleman is S. R. Mitchell, vice-president and 
general manager, and the background re- 
veals H. P. Gibbons, assistant secretary of 
the company. 
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It couldn’t be more satisfactory 
if you yourself had built it— 


BELMONT’S 


SALES PLAN FOR 
DISTRIBUTORS 


Developed after many months study of the dis- 
tributors’ needs, a sales plan that removes all the 
mysteries from packing conversation. 


No longer need the distributors’ salesmen feel 
packing recommendations must be made by 
trained engineers, as the BELMONT PLAN 
simplifies packing and its use by industries. 





Special Hydraulic Packing It has been hailed by distributors who are familiar 
The flax center or filling in the case is stitched 
with strong linen thread, greatly increasing effi- 
ciency and preventing any displacement under 


with it as modern, clean-cut and inspiring. 





gland pressure. The construction makes two The BELMONT PLAN points out to the dis- 
packings, used for piston rods and plungers : : ; : 
against hot and cold water, brine, etc. tributor and his salesmen—the industries in 


each sales territory where packing sales can be 
made, the kinds of apparatus wherein packing 
is used and the type of packing the distribu- 
tors’ salesmen can recommend with correctness 
and effectiveness. 


Inquire into the Belmont Plan while you have 
time to give it calm consideration. It will open 
up new markets for you and increase your 
present packing sales. 





Belmont Hollow Center Packing 
The hollow center offers a point of least resistance and 
compensates for expansion and contraction due to 
changes of pressures and temperatures. 
A general packing for steam, hot and cold water, am: 
monia uses, etc. 





What Belmont Does for You 


Shows you who buys packings—and how they use them. Gives you effective sales helps from factory trained men. 
Provides effective advertising backing which directs busi- Protects the distributors and allows a good margin for 
ness to you. profit. 

Helps with engineering assistance in solving your pack- Provides packings, of QUALITY, always uniform that 
ing problems. give the finest service. 


There is a Belmont Packing for Every Service 


THE BELMONT PACKING & RUBBER CO. 
BUTLER & SEPVIVA STREETS, PHILADELPHIA, PENNA. 


BELMONT PACKINGS 
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New and Improved Industrial Products 














HE Harnischfeger Corporation, builder of the Milwaukee 
line of electric hoists, has solved a difficult materials han- 
dling problem, that of handling L. C. L. freight containers 
in and out of covered cars. The solution was found in the 
mounting of an electric hoist beneath the container car, as 








shown in the illustration. The hoist is equipped with a spe- 
cial slip clutch which permits the hoist cable to be unreeved 
from the hoist drum without the application of power. 
Power for operation is tapped from the trolley wire and the 
operation of the hoist controlled by four push buttons 
mounted within the car. The cable enters the car through 
a hole in the floor, passing between two horizontal rollers. 
At the end of the car the cable is reeved through a snatch 
block anchored at that point. The cable is then pulled back 
to the opposite end of the car and fastened to the container 
to be loaded. 





NEW motor- 

ized speed re- 
ducer has recently 
been added to the 
line of enclosed 
speed reducing 
units, built by 
Link - Belt Com- 
pany, Philadel- 
phia. The reducer 
here illustrated 1s 
a triple reduction 
unit with a speed ratio of 312.2 to 1, being one of a lot of 
32 made for driving sludge collectors at New York City’s 
new sewage treatment plant on Ward Island. The motor 
shaft (which extends into the reducer housing) operates at 
1,165 r. p. m., and the low speed shaft at only 3.75 r. p. m. 
The advantages of using a motor with extended shaft, and 
mounting it in this manner, are the increased efficiency 
and compactness, reducing the floor space required, and 
elimination of high-speed motor-shaft coupling. Roller bear- 
ings and continuous-tooth herringbone gears are used. 

















HE Wardwell Man- 

ufacturing Company, 
Cleveland, has recently 
developed an automatic 
circular saw setter. It 
will set teeth automat- 
ically and accurately at 
a speed of from 150 to 
200 per minute. The 
setter accommodates saws from 5 inches to 38 inches in 
diameter, up to eight gauge in thickness and with teeth up 
to 14-inch spacing. 








HE Dayton Rubber Manufacturing Com- 

pany, of Dayton, Ohio, makers of Day- 
ton Cog-Belt Drives, announce a new line of 
single and multiple V-Groove Pulleys for 
use with Dayton Cog-Belts, for ratings of 
7% H.P. and below. These new “Day- 
Steel” pulleys are much lighter in weight 
than is usual, making them ideally suited for 
machines requiring smaller horsepowers. 
They are accurately formed from heavy 
gauge pressed steel for maximum strength, 
strongly welded both at the rim and at the 
web, and rigidly assembled with a hub of 
unique construction to give an accurately 
balanced and true running pulley. 








A inverted bucket trap has been 
developed by the Swartwout Company, 
Cleveland. It is very rugged in construction, 
featuring hardened stainless steel valve seat 
and discs, extra large bronze hinge pins, 2 
non-corrosive bucket of one piece spun cop- 
per and an over-all construction designed to 
insure maximum strength. Due to the pow- 
erful leverage developed by the valve-open- 
ing device, an extra large valve makes pos- 
sible an unusually large capacity. Valve 
discs are given a true spherical surface by 
especially designed machinery. 
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TO LOOK FOR 


BUYING PIPE 





While you may buy pipe only for resale to industry, never for- 
get that despite its great bulk, modern steel pipe is a product 
of the microscope—the result of metallurgical science applied 
to produce in the metal certain qualities. 

No matter what qualities your buyers demand in the pipe 
you furnish, they will find them in Republic Steel Pipe—long 
life because of the care used in the selection of the metal it- 
self—ductility that permits coiling, bending, flanging, expand- 
ing—threading qualities that produce clean, sharp threads, save 
wear on tools and permit quicker installation—welding qual- 


REPUBLIC STEEL CORPORATION 


YOUNGSTOWN, OHIO 


GENERAL OFFICES “Rev 


ity that insures a perfect installation every time on welded jobs. 

The metallurgical brains that perfected the alloy Toncan 
Copper Molybdenum Iron Pipe for use where service is un- 
usually severe, and Republic Electric Weld Pipe for oil country 
service, keep a constant check on all Republic Pipe and in- 
sure uniformity in all of its qualities. 

The adaptability of Republic Pipe to industrial uses is 
being told to users through extensive national advertising. 
Live mill supply distributors will find the name Republic an 
active sales booster. Write today for additional information. 


REPUBLIC 


STEEL PIPE 
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New and Improved Industrial Products 





BRAIDED ASBESTOS 





HE B. F. Goodrich Rub- 
ber Company, Akron, 





















































announces a new hose, Type 
26. The insertion on this 
hose consists of braided as- 
bestos combined with wire. 
It is made in sizes %-inch 
to 2% inches inclusive. All 
sizes one inch and up are 
made in three braid con- HE United States Electrical Tool 
struction only _ (asbestos, Company, Cincinnati, Ohio, has added 
wire, asbestos). The 14-inch another drill to their line. The newest 
GRAIDED WIRE and }4-inch sizes are made | addition is known as the 4%” Midget 
: ; with two braids, one wire Drill—the name being very descriptive 
and one asbestos. Tests on this hose have been conducted under | inasmuch as it is only 8” long without 
140 pounds saturated steam with the following results. The tube | the handle and weighs only 3% pounds. 
| remains soft up to 2,000 hours continuous steaming. Resistance to This drill has been designed for light q 
burst can — as high as 1,000 pounds under hydrostatic duty work and where close quarter opera- ! 
pressure: The aided contraction aflorgs usual Gexbity and | tons are necessary. The handle i bolted : 
this toughness for an unusually long period. This hose is recom- i ay op tgg Popeye 
5 ; ; . : Sie when in close quarters. A 10-foot rubber 
mended for use where ordinary steam hose has proven unsatisfac- nae ; : cagsat* : 
¥ ile , iieemaele Sl scala : a i covered cable and a soft rubber renewable 
tory, especially among the following: pile drivers, loosening of | abteties | ; nidiout 
frozen ore or fuel, oil refineries, power houses and vibrating con- | ees come Sew Sennen 
ditions. 
eee eee A se 
es a ne : 
| HE Browne and Sharpe | : 
Manufacturing Company, 
Providence, has recently an- 
nounced two new thickness 
gauges, Numbers 645 and 647. } 
These gauges have tapered ' 
blades 3 inches long and are 
14-inch wide at the tip. Number ws 
645 has nine blades varying in 
thickness from .0015-inch to .015 i 
inch. Thickness Gauge Num- Ca AAQ : 
ber 647 has 26 blades varying Aq LE —— NEW flexible shaft coupling, employ- 
in thickness from .0015-inch O to ing the buffer-slot principle, has 
to .0025-inch, inclusive. As an : Qe been developed by the Brown Engineer- 
added feature both of these rs 1 OS ing Company, Reading, Pennsylvania. | 
gauges have blade locks, a de- it Among the good features claimed for this 
vice which makes it possible A coupling are: no lubrication needed, only 
| to clamp any desired blade or 4 one part to wear and renewal inexpen- ' 
| blades in position for use. sive, runs equally well in either direction, j 
| The addition of these two generous wearing surfaces provided by , 
gauges now makes twelve dif- (2) over-size lugs and increased life for the 
ferent styles and sizes of KY leather between the lugs, since it oper- 
| thickness gauges in the } ates under compression instead of ten- 
| Browne and Sharpe line. sion. 











HE V. D. Anderson Company of Cleveland has just announced 

the addition of the Number 11 Silvertop steam trap to its line. 
The radical difference in the construction of this new Number 11 
Silvertop makes it of interest to everyone using steam traps, ac- 
cording to the manufacturer. The trap is extremely light in weight 
and smal! in size, so small that it is easily held in the hand. Be- 
cause of the light weight and small size, it requires little space 
for pipe connections, thereby making it an ideal trap for use on 
sterilizers, pasteurizers, laundry presses, heating coils, unit heaters | 
and many other types of small steam using units. Silvertop Num- | 
ber 11 can be furnished chrome plated and highly polished at a | 
small additional cost. The new Anderson trap has few working | 
parts and these are made of heat treated stainless steel. The re- 
moval of one bolt enables the trap to be taken apart for inspec- 
tion without disturbing the pipe connections. The valve and seat 
are of nitralloy, heat treated to diamond-like hardness. The ar- 





Te eS 


rangement of pipe connections saves installation time and pipe ? 
fittings. The trap has the advantage of being used either as an { 
elbow or straight in line. It has an unusually large capacity for ' 
its small size and is non-air binding and automatic in operation. | { 
Although regularly furnished with one-half inch pipe connections, | 





¥%-inch connections can be had at no additional cost. 
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Annual Check-U Begin Soon 
ua ecK-Up to O1 OO 
Every manufacturer listed in the 1932 Edition will be given an oppor- 
tunity to make necessary alterations for the Directory Section of the 26th 
(1933) Edition, MILI. SUPPLIES CATALOG & DIRECTORY, 
at an early date. 
e e ry ° 
| Distributors — We Solicit Your Help 
| If you know of some manufacturers not listed in the 1932 Edition who 
you believe belong in this modern buyer’s guide for the industrial dis- 
i tributor, kindly send us their names. Any other suggestions you have 
to make will also be heartily appreciated. 
ji . 
| In the Meantime — 
Make frequent use of the 1932 Edition of the MILI. SUPPLIES 
i CATALOG & DIRECTORY. It will save you time and expense. 
The book as a whole is accurate, compact and easy to use. The Manu- 
facturers’ Catalog Section presents complete buying information on 
many lines, impossible to secure from ordinary directories. 
Going Up! 
The list of manufacturers who are making early reservations of space in 
the Manufacturers’ Catalog Section of the 26th (1933) Edition of the 
MILL SUPPLIES CATALOG & DIRECTORY—\to be issued in 
December—continues to grow. The approach of fall will now give a 
definite impetus to the movement. 
The following manufacturers have already advised us that they will 
: present “catalog exhibits” on their lines in the Manufacturers’ Catalog 
Section of the 1933 edition: 
Advance Car Mover Co. Desmond-Stephan Mfg. Co. The Charles Parker Co. 
' Allis-Chalmers Mfg. Co. The Dumore Co. _ The Ridge Tool Co. 
} American Injector Co. Excelsior Leather Washer Mfg. Co. Safety Belt Lacer Co. 
American Saw & Mfg. Co. . Ford Chain Block Co. Safety Wrench and Appliance Co. 
American Swiss File & Tool Co. Hettrick Mfg. Co. The Standard Electrical Tool Co. 
Appleton Car Mover Co. Hollands Mfg. Co. Toledo Pressed Steel Co. 
Armstrong-Blum Mfg. Co. Cc. B. Hunt & Son The Toledo Wheelbarrow Co. 
Armstrong Bros. Tool Co. Ideal Commutator Dresser Co. Henry Vogt Machine Co. 
The Borden Company Imperial Brass Mfg. Co. P. Wall Manufacturing Supply Co. 
Buffalo Meter Co. Independent Pneumatic Tool Co. Westcott Chuck Co. 
' The Cleveland File Co. Indianapolis Brush & Broom Mfg. Co. Worcester Brush & Scraper Co. 
i Clizbe Bros. Mfg. Co. The Joyce-Cridland Co. Wright-Austin Co. 
: The Columbian Vise & Mfg. Co. Lowell Wrench Co. Wright Manufacturing Co. 
f Curtis Pneumatic Machinery Co. Milwaukee Brush Manufacturing Co. Yost Manufacturing Co. 


The Osborn Mfg. Co. 


._ MILL SUPPLIES CATALOG & DIRECTORY 


“The Industrial Distributor’s Buying Reference” 


520 N. Michigan Ave. Chicago, III. 





a XuM 





MILL SUPPLIES 











New and Improved Industrial Products 














ROMALOY Flux, 

designed espe- 
cially for use in 
welding chromium- 
containing alloys, 
has been introduced 
by The Linde Air 
Products Company, 
New York. The or- 
dinary fluxes used 
for welding or braz- 
ing are not satisfac- 
tory in welding stain- 
less steel or rustless 
iron because they 
will not dissolve the 
infusible oxides, con- 
sisting chiefly of 
chromium oxide, 
which tend to form 
on the molten sur- 
face of these alloys. 
A satisfactory flux 
for use in welding 
fireproof to protect 


adjacent to the weld 
same time correctly compounded 
fractory chromium oxide wi 
solvent power for chromium oxide, 
ance to heat, Cromaloy 


this type of work. 


HE demand of carpenters for a light weight power saw which 

would cut 2-inch 
Cable-Hutchinson Corporation, Sy 
their new Type K-88 Speedmatic Saw. 
new model ripping 2-inch hard pine, 
exterior parts are of alumium or nickel. 
cord protects the user in all kinds of weather. The adjustment 
for depth and angle cutting is obtained by merely turning a thumb 
screw. The thumb for making angle adjustments 
also serves as a hand rest when steadying the 
hand. The saw is equipped with a one horsepower General Elec- 
tric motor. The blade is eight inches in diameter with a half-inch 
hole. The saw idling travels at 6,000 R. 
It is equipped with S. R. 
cision Ball Bearings 
comes equipped with one 8-inch combination 
8-inch ripping blade. 
and is furnished with an unbreakable duplex plug. 


at 4,500 R. P. M. 


HE Diamond Rubber Company, Ak- 
Griptite Belt Dressing, 
a new product especially designed for use 
is not intended to 
lubricate the belts, as this function is per- 
formed in rubber belts by the rubber fric- 
tion between the plies. 
make the surface | of the belt tacky and to 
eg by the 
so effec- 


ron, announces 


on rubber belts. 


Its purpose is to 


keep it so. 
manufacturer, 
tively that the pe power ‘a the belt 
is almost doubled immediately 
plication of the dressing and is still further 
increased by continuous service. 


upon ap- 














Secause of its high | _ ‘hee 
and its high resist- | conditions permit its use. 


Flux is especially prepared for 


lumber without 
illustration shows this 


in 18 seconds. All 
three wire grounded 


covered cable is 20 feet long 


HE Dodge Manufacturing Corporation, Misha- 

waka, Indiana, has recently developed a_new ball 
bearing, self-aligning pillow block, Type DH-1. It 
incorporates the well known, high quality, single row, 
deep groove Hoover Ball Bearing. The balls are of 
high carbon chrome steel uniformly hardened 
throughout and held accurate to within one-fourth 
of one ten thousandth of an inch, which insures uni- 
form load distribution and quiet operation. The 
housing of this new pillow block is of heavy gauge 
steel formed to insure extreme rigidity and is of two 
piece construction. This split feature 1s of great im- 
portance as it greatly facilitates installation or re- 
moval of the bearing. The use of steel instead of 
cast iron for the housing also permits smaller overall 
dimensions. The self-aligning feature is obtained 
by making the outside of the inner housing and the 
inside of the outer housing spherical, thus providing 
a true ball and socket action. This pillow block is 
of the expansion type, but can be furnished in the 
non-expanding type where needed. The self- aligning 
feature is very important, providing as it does, for 
changes due to temperature or bearing position due 


sufficiently to side warping or springing of machine frame. This 
hot metal bearing is especially suitable for application to light 
at the | duty conveyors, fans, blowers, air conditioning units, 


the re- textile machinery, light duty wood and metal work- 
ing machinery, and power transmission service where 








prompted Porter- 
York, to develop 


saw with the leit 


M. and under load 
B. Lubri-Seal Pre- 
of i8 pounds. It 
saw blade and one 
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Your Opportunity 





ERETOFORE, much of the information emanating from 

the executive offices of The Joint Merchandising Com- 

mittee has been available to all distributors, non-subscribers as 

well as subscribers. From now on, however, only subscribers 

are to participate in the benefits of this growing, national 
organization, the purpose of which is as follows: 


1. To show that the shortest route for industrial supplies 
to the user is through the industrial supply distributor and 
emphasize this tact to manufacturers, distributors and users. 


2. To establish, by continued research, such errors as may 
appear in the buying and selling policies of each interested 
factor to the end that proper corrections may be made by each. 


3. To disseminate these facts to manufacturers, distributors 
and users of industrial supplies. 


4. To foster the growth of harmonious cooperation between 
manufacturers and distributors of industrial supplies, thereby 
making possible a more efficient and economical flow of sup- 
plies from producer to user. 


The Joint Merchandising Committee has conducted an ex- 
tensive research program, thus developing a wealth of facts 
concerning economical industrial distribution. These facts are 
now being distributed to subscribers in convenient, chart form. 


Every industrial distributor and every manufacturer who 
sells through the distributor is invited to share the benefits 
of this business-building program. 

Write for full details. 


The Joint Merchandising Committee 
704 Mahoning Bank Building 
Youngstown, Ohio 

















Manufacturers Tell Us »» 


Of personnel changes, new sales plans, new literature, changes in 





quarters, new distributors appointed, and other facts of interest 


"iy 
| 


Worthington Consolidates 
Cincinnati with Buffalo Plant 
Worthington Pump and Machinery 

Corporation with executive offices at 
2 Park Avenue, New York and gen- 
eral at its Harrison, New 
Jersey Works, has announced the 
decision to transfer and consolidate 
the designing, engineering and man- 
ufacturing activities formerly car- 
ried on at its Cincinnati, Ohio, 
Works with of its Buffalo 
manufacturing plant. 


offices 


those 


During the past five years it has 
been the policy to 
foster the interchange of work be- 
tween its various manufacturing es- 
tablishments and further this 
coordination by an interchange of 
key men. In order to fully conserve 
its position, skill and experience and 
to assure satisfactory service to its 
customers, necessary members of the 
Cincinnati Works organization are 
being transferred to Buffalo. Suffi- 
cient time is being provided for the 
move so that service to 
will be uninterrupted. 

For the present, the Cincinnati 
plant equipment will remain intact. 
This move in no way affects Worth- 


corpt yration’s 


to 


customers 


ington’s Cincinnati District Sales 
Office which is under the manage- 


ment of Mr. Earl Vinnedge. 


* * *x 


Patent Suits Terminated 

\ccording to a statement by W. F. 
Rockwell, president, Merco Nord- 
strom Valve Company, the patent 
suits between that company and Wal- 
worth Company have been termi- 
nated by the entry of consent decrees 
and cross-licensing arrangements 
whereby Walworth Company are 
authorized to use the Sealdport and 
other valuable Merco Nordstrom 
Valve Company patents, conditioned 
upon the payment of suitable royal- 
ties. Under this cross-licensing ar- 
it said, the most 
advanced practice in all features of 
lubricated plug valve design is made 
available to both companies. 


is 


rangement, 
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Interior of Jenkins Bros., Limited, new bronze and iron foundry at Lachine, Province 
of Quebec. The brick building is 244 feet wide, with an average depth of 255 feet. 


T. W. Smith Dead 


Thomas W. Smith, one of the 
founders of the Pittsburgh Screw 
and Bolt Company, Pittsburgh, died 
at his summer home near Erie, Penn- 
sylvania, on July 16. He was born 
in Ireland in 1854 and came to the 
United States when he was 19 years 
of age to take up his residence in 
Pittsburgh. He was associated with 
the Oliver Iron and Steel Corpora- 
tion, Pittsburgh, for many years, but 
left that company to aid in the for- 
mation of the old Pittsburgh Screw 
and Bolt Company, now a part of the 
Pittsburgh Screw and Bolt Corpora- 
tion. He retired from active partici- 
pation in the company in 1912. 


* * * 


Ladds Appointed to New Office 


Herbert P. Ladds, manager of 
Lamson and Sessions Com- 
pany, Cleveland, has been appointed 
vice-president and general manager 
of the Lamson and Bolt 
Company, Birmingham, wholly 


sales, 


Sessions 


owned subsidiary of the Cleveland 
company, to succeed Fred H. Mohns, 
who will retire. The change became 
effective on July 25. Mr. Ladds was 
formerly vice-president and general 
manager of the Maryland Bolt Com- 
pany, Baltimore, and in 1927 became 
sales manager of the Lake Erie Bolt 
Company, Cleveland, with which he 
remained until 1930, when that com- 
pany was merged with Lamson and 
Sessions. 


Mason Regulator Appoints New 
Distributor 

The Mason Regulator Company, 
Boston, manufacturers of automatic 
regulating and control equipment, an 
nounces the appointment of — the 
O'Brien Steam Specialty Company 
of Syracuse, New York, as exclusive 
representatives for western and 
northern New York state. The 
O’Brien Steam Specialty Company 
has offices in Syracuse, Rochester 
and Niagara Falls. 
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Malcolm Farmer Heads Yale 
Athletic Board 

Malcolm Farmer, vice-president, 
Stanley Works, New Britain, Con- 
necticut, and general manager, steel 
division, American Tube and Stamp- 
ing Company in Bridgeport, Connec- 
ticut, will become, on July 1, chair- 
man of the board of athletic control 
of the Yale Athletic Association, 
Yale University. Mr. Farmer will 
rank as a professor. He is a grad- 
uate of Sheffield Scientific School, 
Yale University, and as a student 
captained the freshmen football team 
and later played halfback on the var- 
sity eleven. He had been on the 
board of control as alumni represen- 
tative for three years and last fall 
was his second year as a member of 
the graduate advisory committee in 
football. 

ok * * 


To Represent Dings in Buffalo 
T. E. Cocker, 85 High Park Boule- 
vard, Eggertsville Section, Buffalo, 
New York, has recently been ap- 
pointed by the Dings Magnetic Sepa- 
rator Company of Milwaukee to 
represent, in the capacity of district 
manager, the Dings’ line of magnetic 
clutches, drum and pulley type sepa- 
rators, magnetic detectors, and super- 
high intensity magnetic separators. 


~ « & 


Worthington Veteran Dead 
Jarrett, 622 59th Street, 
Brooklyn, a well known figure in 
New York’s building industry, died 
June 22 at the Columbia Presby- 
terian Medical Center after a short 
illness, 


James 


He was a member of the sales staff 
of the Worthington Pump and Ma- 
chinery Corporation and a veteran 
employee of that organization, hav- 
ing served it in various capacities for 
forty years. Mr. Barrett’s career 
covered the period of New York’s 
greatest expansion. He planned the 
pumping equipment for many of the 
city’s important buildings, including 
he hospital in which he died, New 
ork Hospital and Cornell Medical 
New York Life Building, 
Metropolitan Tower, Equitable 
Building, Salmon Tower, New Wal- 
dorf-Astoria Hotel and R. H. Macy 
Department Store. His acquaintance 
unong architects and engineers was 
extensive. He was born in Canada, 
October 14, 1866, and is survived by 
seven children. 


\ 


} 
( ollege, 


American Shim Steel Organized 

Announcement has been made of | 
the organization of the American 
Shim Steel Company with offices and 
plant at 1304 Fifth Avenue, New 
Kensington, Pennsylvania. The com- 
pany will occupy the property used | 


for the past 25 years by the Kenney | 


Machine Company. 

The president of the new com- 
pany is C. Thomas Best, for the past 
five years purchasing agent for one 

- dD dD 


of the leading steel companies in the | 


Pittsburgh district. 


The company is in position to fur- | 


nish all sizes of shim steel and wire. 





J. F. FITZGERALD 


J. F. Fitzgerald Dead 
James F. Fitzgerald, sales repre- 
sentative for the Flexible Steel Lac- 
ing Company, Chicago, died on Iri- 
day, July 8 Mr. Fitzgerald had 
served his company and its custom- 
ers in Ohio and adjoining territories 
Straight- 
forward and fearless, he enjoyed the 
respect and affection of his associates 
and the good will of all with whom 
he had dealings. 


for the past eleven years. 


Montague Sales Director for 


Norton 
Wallace T. Montague, who has 
been connected with the Norton 


Company, Worcester, Massachusetts, 
for over 20 years, has been appointed 
director of sales of the abrasive prod- 
ucts division. This division groups 
under one head the sale of abrasive 
grain, Norton floors, refractories and 
laboratory ware and pulpstones. 








A Steady 
Repeat Item 


Key Graphite Paste ‘has won its 
widespread popularity entirely on 
its merits. Constant sampling has re- 
sulted in a constant increase in sales. 
For samples have proved to users that 
Key Graphite Paste absolutely seals 
joints on all lines carrying oil, high 
pressure steam, acid, etc. 


Key Graphite Paste is a profitable 
item to stock and push. Mail the 
coupon for prices and discounts. 


KEY BOILER EQUIPMENT CO., 
4 2700 McCasland Ave., E. St. Louis, Ill. 
Please send prices and distributors’ F - 
discounts on Key Graphite Paste. 
Name 
Firm Name 
Address...... 
SD cccenipenin setts 
State 
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ALLIGATOR 


TRADE MARK REG. U.S. PAT. OFFICE 


STEEL BELT LACING 


Nearly a thousand belts per hour are 
laced with Alligator Steel Belt Lacing, 
day in day out, year in year out. Easy, 
rapid application with a hammer as the 
only tool; the hammer-clinched, vise- 
like grip on the belt ends, preventing 
friction of the plies; the patented, sec- 
tional steel rocker pin which absorbs 
friction in the hinged joint; the great 
surplus of strength and long service— 
only Alligator Steel Belt Lacing com- 
bines these features which 
make it the choice of mil- 
lions of belt users. Reliable 
both on light and heavy 
duty drives. Eleven sizes. 
Made also in Monel Metal. 
You can recommend it 
“blind.” 


FLEXIBLE STEEL 
LACING COMPANY 


4633 Lexington Street 
CHICAGO, ILLINOIS 


In England at 135 Finsbury 
Pavement, London, E. C. 2 


TRADE MARK REGISTERED 








RED) GAP 





Note 


If you are now 
handling Capital 
Brushes and 
Brooms, are your 
stocks adequate 
to take immediate 
advantage of an 
upturn in demand 


this fall? 


Before Fall 


Ask yourself these Questions: | 





1. Am I handling a line of brushes and 
brooms that will enable me to profit by the 
expected “turn” in business this autumn? 


. Does it possess a firmly established reputa- 
* tion for efficiency and economy that makes 
my sales job easier? 


3. Is it made by a company which has stead- 

fastly maintained, over the years, a strict 
distributor policy, embracing absolute protec- 
tion, definite sales assistance and an adequate 
profit margin for distributors? 


If you cannot answer these questions afirma- 
tively, without hesitation, we invite you, urge 
you, to write to us for all the facts on the Cap- 
ital “Red Cap” Line and the policy behind it. 


es 


29 = 
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INDIANAPOLIS 


BRUSH & BROOM MFG. CO. 


ESTABLISHED 1890 


126 Brush Street, Indianapolis, Ind. 








| 





Schroeder Leaves Republic Steel 


H. S. Schroeder, western manager 
of sales, Republic Steel Corporation, 
has resigned. Mr. Schroeder was for 
seven years vice-president and gen- 
eral sales manager of the Interstate 
Iron and Steel Company. When the 
Interstate Company was acquired by 
Republic in April, 1930, he was ap- 
pointed western manager of sales. 


“es Ss 


Foy Chicago Manager for 
Republic 


Norman W. Foy has been ap- 
pointed Chicago District Sales Man- 
ager of the Republic Steel Corpora- 
tion according to an announcement 
made by N. J. Clarke, vice-president 
in charge of sales. Mr. Foy became 
associated with the old Republic Iron 
and Steel Company as a salesman in 
1919. He was subsequently manager 
of the company’s Buffalo, Boston 
and Birmingham offices, being made 
Assistant Western Manager of Sales 
shortly after the formation of the 
present Republic Corporation. Mr. 
Foy will continue to make his head- 
quarters at Republic’s district sales 
office in the McCormick Building, 
Chicago. 

* * * 


Worthington Official to Study 
Conditions Abroad 


H. C. Ramsey, vice president in 
charge of international business of 
Worthington Pump and Machinery 
Corporation, sailed for Europe on 
The Majestic, July 8. Mr. Ramsey 
will spend ten weeks in the British 
Isles and on the continent, where he 
will study conditions and visit Worth- 
ington’s manufacturing and sales or- 
ganizations in England, France, Ger- 
many, Spain and other countries. 

He feels that much can be accom- 
plished at this time by promoting 
closer cooperation betwen American 
organizations and their European 
associates, in anticipation of better 
coordination of activities in the 
future. 

oe. * 


Wright-Austin Change Address 


The Wright-Austin Company, 
manufacturers of steam saving equip- 
ment, formerly located at 409 Gris- 
wold Street, Detroit, Michigan, has 
moved to 315 West Woodbridge 
Street in that city. 
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Three Good Items 
with a ‘Wide Market « 


“CHICAGO RAWHIDE” 


Mallets » Hammers » Mauls 


Rawhide Mallets 
used extensively in a wide variety of 


and Hammers are 
industries for careful assembly of 
tight fitting parts, for shaping metals 
and for thousands of purposes where 
a sharp metallic blow would be de- 
structive. The striking surfaces are 
made of carefully selected, hard, 
sound hide stock and the tools are 
perfectly finished. 


THE MALLET 






The mallet heads are of 
solid rawhide, firmly glued 
and steel riveted. The new 
improved, hammer type han 
dle, taper driven and wedged, 
is of selected second growth 
hickory. 


THE HAMMER 






Chicago Rawhide Hammers 
have malleable iron heads 
which solidly back up the 
hide faces firmly pressed into 
each end. The faces are 


easily replaceable, new faces 
being readily driven tightly 
into place. 


THE MAUL 






Rawhide Mauls are used in 
shoe factories for cutting 
shoe parts and in all shops 
where hand cutting dies 
are used. These mauls can_ 
be refilled with rawhide 
and may be used indef- 
initely. 





Distributors 


Investigate our line of 
Leather Belting, Leather 
pee ay Lace Leather, 
Rawhide Hydraulic Pack- 
ings, Gears and Pinions, 
Leather Specialties and 
“Perfect” Oil Seals. 


THE ° 


CHICAGO RAWHIDE 


MANUFACTURING CO. 
1301 ELSTON AVE. 
CHICAGO, ILL. 














With one exception, all of the above men 


are with the Smith Brothers Hardware 
Company, Columbus, Ohio. Left to right, 
they are: P. D. Stanton; C. A. Kaelin; 
H. P. Kready; S. L. Hall, director of sales 
and manager of the mill supply depart- 
ment; R. E. Pines, Victor Saw Works; 
S. M. Swanner and A. C. Poland. 





Kron Appoints Agents 

The Kron Company, Bridgeport, 
Connecticut, successors to the old 
American Kron Company, manufac- 
turers of industrial scales, announces 
the appointment of three new agents 
to handle its line of weighing equip- 
ment. They are the Industrial and 
Commercial Scale Company, Char- 
lotte, North Carolina; J. Kirk 
Rowell, Louisville, Kentucky; and 
Williams, Cole and Wolff, Incorpor- 
ated, Milwaukee, Wisconsin. 

* * * 


New Ryerson Stock List 

A new issue of the Ryerson Jour- 
nal and Stock List has just been pub- 
lished. This very handy reference 
book on steel, in addition to complete 
general descriptions, specifications, 
sizes, etc., contains the new extras on 
bands, the new cold finished steel 
extras, the new hot rolled cutting 
extras, and other information of 
value to the steel user. 

Joseph T. Ryerson & Son, Incor- 
porated, of Chicago, Jersey City and 
Boston are pleased to furnish copies 
on request. 


Electric Hoist Sales Improve 


The members of the Electric Hoist 
Manufacturers’ Association report 
that the number of hoists ordered 
during the month of June, 1932, in- 
creased 20% as compared with the 
previous year, and the value of such 








orders increased 21.204% as com- 
| pared with May, 1932. Shipments 
| were 7.405% greater in June than in 
| May. 





The NEW 
Bm Pressed Steel 


Swivel Casters 


Large Diameter Ball Race—Ball Races 
formed to give a line contact on the 
ball. 






Electrically heated 
and riveted King 
Pin. 













Deep apron 
adds strength 
to the fork of 
the Caster and 
also” strength- 
ens the ball 
race. 





A machined Steel 
Sleeve—Acts as an 
axle for the Wheel 
to revolve upon and 
greatly strengthens 
the Caster by tying 
the fork together. 


A square necked axle 
bolt fits in a square 
pocket in the fork of 
the Caster which pre- 
from 


vents the axle 


turning. 





OR use wherever lightness 
and stability are the para- 
mount requirements. This new 
BOND Caster has a large di- 
ameter ball formed to 
give a line contact on the ball. 


race 


A few of its many features are 
shown on the illustration. A 
great caster—at a price so eco- 
nomical you'll have to try a set 
of them before you'll believe 
that so fine a caster can be sold 
for so little. Light, strong and 
efficient—three qualities that 
guarantee long service. 


fa 


Foundry & Machine Co. 
Manheim, Lanc., Co., Pa. 


Phila. Office: 617 Arch St. 
N. Y. Office: 256 Broadway 
Chicago Office: 39 S. Clinton St. 
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NSURE results—and_ prof- 

its—from your sales efforts 

by handling Linear finest qual- 

ity piston and sheet packing 
for all services. 

Linear reputation for per- 
formance reduces sales resist- 
ance. One trial brings custom- 
ers back for more. Every sale 
gives you a good profit. 

Linear packings are attractively 
labeled and boxed—under your own 
brand name, if desired. Linear’s 
policy guarantees freedom from 
competition from source of supply. 

On that next order, try Linear. 











: 
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Investigate 


ARE you separating the 
chaff from the wheat—throw- 
ing out obsolete numbers, 
eliminating lines for which 
demand is light, getting rid of 


unprofitable products? 


Naturally, that is the first 
step in your efforts to adjust 
your sales set-up to changing 
conditions. Next comes the 
addition of modern lines, with 
extensive markets, real sales 
appeal, good profits. 


where Torchweld enters the 


Here is 


picture. Ask us to tell you 


why. 








In Your “Second Step” 


Welding and Cutting 
Equipment & Supplies 


You will be interested in our 
exclusive, profit making plan 
for distributors, and our data 
on the great market for the 
Torchweld line. 











‘TORCHWELD EQuipmMent COMPANY 
224 N. Carpenter St., - - 


Chicago 





New Goodrich Catalog 


Containing engineering informa- 
tion and data never before published, 
a new condensed catalog giving a 
simplified, comprehensive line-up of 
principal industrial rubber goods has 
just been issued by the B. F. Good- 
rich Rubber Company, Akron. It is 
titled “Engineering Data, Industrial 
Rubber Goods”. 

A table on rubber transmission 
belting gives at a glance horsepower 
capacities, minimum pulley diameters, 
leather belt equivalents and _ list 
prices. The table on conveyor belts 
enables the reader to figure the re- 
quired sizes and plies without using 
a formula. A table on page 11 fur- 
nishes a practical means for estimat- 
ing the pressure required to deliver 
a desired amount of liquid through 
hose of various diameters. 


New Bar Stock Valve Catalog 

The Reading-Pratt & Cady Com- 
pany, Incorporated, Bridgeport, Con- 
necticut, has just issued a new eight 
page catalog describing their bar 
stock valves. This line of Pratt & 
Cady Valves is precision turned from 
high grade bar stock metal, and 
is recommended wherever a_ high 
strength, close control, and low-cost 
valve is desirable. The valves are 
made in globe, angle, and cross pat- 
terns of bronze, carbon steel, and 
stainless steel. In addition there is a 
special Thru-Port Valve, and a 
“Roto-Control” Valve for range oil 
burners. 

2 


Ingersoll-Rand Motorpumps 
Described 


A folder recently received from 
the Ingersoll-Rand Company, Phil- 
lipsburg, New Jersey, briefly de- 
scribes the new line of merchandis- 
ing motorpumps being manufactured 
by that company, 

The Motorpump, which is a com- 
plete pumping unit with built-in elec- 
tric motor, is built in sizes from %4 
to 25 horsepower, capable of han- 
dling from 5 to 800 gallons per 
minute, 

The folder illustrates some of the 
many uses to which the pump can 
be put, among which are: mine drain- 
age service, washing airplanes, all 
types of pumping in industrial plants, 
cooling transformers and for circu- 
lating cool water in gas plants. 
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“NO SIR!7. 


you’ll never find 


Solder-Troubles and 


KESTER 


in the same factory!” 


?VE worked in a lot of plants. In 

some of them we had constant re- 
jections from bad soldering. In others, 
we stopped all that by using Kester 
Solder!”’ 

When Kester goes into a factory, bad 
soldering results go out! You’ |] never 
hear of a rejection again. And what’s 
more, Kester is just as big a help in 
maintenance work as it is on produc- 
tion matters. The flux is self-contained. 
The metals are virgin—exceeding 
even Class A Purity specifications of the 
A.S.T. M. 

Money for Mill Supply Houses ! 
Here’s a chance for profits you ought to be in 
on! A superior product, plus big national adver- 
tising, combine to give you extra-fast turnover 
and steady profitable sales. Get going now! 
Write us for information. 

KESTER SOLDER COMPANY 
4215 Wrightwood Avenue, Chicago, Illinois 

Eastern Plant: Newark, New Jersey 


Canada : Kester Solder Company 
of Canada, Ltd., Brantford 


Kester Acid-Core Solder, Kester Plastic 

Rosin-Core Solder, Kester Paste-Core 

Solder. Also— Kester Nosput-Core Solder, 

Kester “A’’-Core Solder, Bar Solder, and 
Solid Wire Solder. 


HELP UNEMPLOYMENT 


by purchasing U.S. products 
made by U.S. labor 
KESTER SOLDER 
iS 100% AMERICAN 














E 


KESTER 


Ss ore: O1DYD . ER ore 


easy to use 





Ohio Injector Issues Valve 
Comparison Chart 
The Ohio Injector Company, 
Wadsworth, Ohio, has recently pub- 
lished a valve comparison chart 
which compares the catalog numbers 
of Ohio Injector products with those 
of other valve manufacturers. Copies 


of this chart, which is printed in 
| booklet form, will be mailed on 
request. 
e+ * 
L. J. Wing Bulletin Issued 
The L. J. Wing Manufacturing 
Company, New York, announces the 


out a simple, 


| being 


| allurgical 


publication of a new bulletin, 


T-97, 


describing Wing Turbine Blowers. 
This bulletin includes photographs 


and engineering information regard- | 


ing the use of Wing blowers for 
forced draft service with hand-fired, 
stokered and oil-fired boilers. Photo- 
graphs of various types of installa- 
tions are shown to assist in laying 
inexpensive and eco- 
nomical forced draft system. 
* Ok Ox 


Petro Markets Safety Boiler 
Control 


A safety boiler control, or low 
water cut-out, which contains a pre- 
cision fuse that melts at a definite 
temperature in a definite time, is now 
marketed by the Petroleum 
Heat and Power Company, of Stam- 
ford, Connecticut. This fuse is in the 
electric circuit operating the burner, 
shutting down the burner when ex- 
cessive temperature or pressure 
causes the fuse to melt and break the 
circuit. A new fusible alloy, which 


CHECK UP 
NOW! 


How many car mov- 
ers will be sold in your 
territory this fall? 
Will you get your 
share of this business? 
Are your stocks ade- 
quate to take care of 
a suddenly quickened 


demand? 


Investigate 


THE NEW BADGER 
CAR MOVER 
mihie 


ul 












possesses many remarkable physical | 


properties, links together two sheets 
of copper in the control. This alloy 
is a remarkable achievement of met- 
research. Fusible alloys 
softened materially many 
degrees below their melting point, 
thus reducing their strength and 
rendering them valueless for a fuse 
of this nature. This new alloy does 


heretofore 


not soften until the melting point is | 


Also, it takes 
melt, thus pre- 


very nearly reached. 
just two minutes to 
venting the melting the fuse in 
case momentary fluctuations of 
water level due to priming of large 
boilers. The new control is marketed 
under the name of the Kelly safety 
boiler control and is suitable for the 
protection of high pressure 
steam water fired with 
or burners, mechanical 
stokers. 


of 


of 


or low 


or boilers, 


gas oil 


or 


Advance Car 
Mover Co. 


APPLETON, 
WISCONSIN 


Canadian Factory 


Canadian Advance 
Car Mover Co. 
Welland, 


Ontario, 
Canada 




















and 


The 


ADVANCE 
SAFETY 
CAR 
WRENCH 


without 
delay 
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STEADY AS A GYRO-COMPASS 


Your Business Paper 


Marks a True Course 


NN 


+ 


Hicu up in the wheelhouse of a ship 
there spins a gyroscopic compass, pointing 
ever at True North. With automatic preci- 
sion it warns the navigator of the slightest 
deviation from his course. By its aid he 
steers his ship unerringly across the waste 
of waters to its destined port. 

Just so the printing press, revolving 
steadily in its great frame, is symbolic of the 
guiding function of the business paper in 
keeping business headed straight. Is industry 
threatened by stormy times? The business 
paper points the way across an area of un- 
certainty to the smooth waters of stability. 
Does an industry veer from its course to 
follow misleading lights? The 
business press sounds a warn- 
ing. Is the ship of business 
blown off its track by a sud- 
den shift in public demand, 
or swerved aside by an unex- 
pected change in produc::onor 
sales technique? The business 
press points out the course to 
safety and prosperity. 

‘ It is this function of the 
industrial and merchandising 
press, no less than its service 





A - 


THIS SYMBOL identifies an 
. . It stands for 
honest, known, paid circulation; 
straightforward business methods 
and editorial standards that in- 
sure reader interest . . . These 
are the factors that make a 
valuable advertising medium. 


A BP paper . 





as a source of newsand data, which makes it a 
power to be reckoned with in business affairs. 
For the modern business paper is an essential 
factor in every progressive industry. By its 
competence in the gathering and presentation 
of information, it has made itself indispensa- 
ble. For its independence in the editorial inter- 
pretation of that information 
it has become respected. It is 
a strong organization, efh- 
ciently staffed and capably 
administered. It commandsa 
sound, paid, audited circula- 
tion. Its news and editorial 
pages are unbiased and un- 
buyable. 

And for these reasons its 
advertising pages are bought 
by businesses with a story 
to tell to its readers. 


THE ASSOCIATED BUSINESS PAPERS, INC. 


TWO-NINETY-FIVE MADISON AVENUE 


+ + 


NEW YORK CITY 


+ + 


This publication is a member of the Associated Business Papers, Inc. . . . 4 cooperative, 
non-profit organization of leading publications in the industrial, professional and merchandising fields, 
mutually pledged to uphold the highest editorial, journalistic and advertising standards. 
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Greenfield Issues New Catalog 


A handsome new Small Tool Cata- 
log, No. 32, is just being distributed 
by the Greenfield Tap and Die Cor- 
poration. The entire line of Taps, 
Dies, Screw Plates, Twist Drills, 
Reamers, Gages, Pipe Tools, and 


miscellaneous items of this company | 


are completely listed and described. 
_ Quite a number of new items have 
been added to the “Greenfield” line 


and are shown in this catalog for the | 


first time. Prominent among these 
are “Tru-Lede” Taps; “Lightning” 
Twist Drills; and an enlarged and 
improved reamer line, which includes 
Expansion Chucking Reamers with 
both Morse Taper and Straight 
Shanks, Spiral Fluted Shell Ream- 
ers, and a number of special auto- 
motive reamers. 

“Little Giant” Screw Extractors, 
recently announced, are also listed 
for the first time. Other entirely new 
items are the “OK” Ratchet Stock 
for square pipe dies, a line of Saun- 
ders Type Pipe Cutters with thin 
edge chrome-vanadium cadmium 
plated cutter wheels; a new Ratchet 
Stock with “Slip-On” Rethreading 
Dies ; and a Ratchet Burring Reamer. 

* * * 
New Bulletin on Magnetic 
Clutches 

Dings Magnetic Separator Com- 
pany, Milwaukee, Wisconsin, has re- 
cently prepared a 16 page bulletin on 
the installation and use of magnetic 
clutches for special and general 
power transmission applications. The 
bulletin describes three types of mag- 
netic clutches—single desk, multiple 
desk and serrated desk. A number 
of installation diagrams are repro- 
duced and the method of calculating 
the required horsepower rating is dis- 
cussed in detail. Extensive tables of 
performance data are also included. 





Clifford Hale, salesman, explains to C. F. 
Timm, buyer, just what is required on a 
special order. They are with the Jennison 
Hardware Company, Bay City, Michigan. 








SHOW YOUR TRADE 


WHY 1 DART UNION EQUALS 2 


SRhio point 
Lableo- Wh gr 


The DART Bronze to Bronze principle 
is two bronze seats, ball joint properly 
ground in, with high grade malleable 
iron pipe ends and nut which assures 
longer and better wear. 


4 
« 
3 
S| 





This principle makes DARTS easy to 
sell and easier to get repeat orders. 


e TEES—UNIONS—ELLS 
SCREWED—FLANGED 


E. M. DART MFG. CO. 
PROVIDENCE, R. I. 





[} AR | | BRONZE-TO- BRONZE 





Sales Agents: Canadian Factory: 
The Fairbanks Company, New York Dart Union Company, Ltd. 
and at all branches Toronto, Canada 





Every Business that 
Uses Saws Needs the 







SAW FILER 


VERY concern that uses hand 

saws, band saws or cross-cut 
circular saws offers you an oppor- 
tunity for the sale of a Foley Au- 
tomatic Saw Filer. It brings about 
savings and improvements worth 
a great deal more than its cost. 


One Machine Files All Saws 


—and evens all teeth at the same time. It does a precision 
job—eliminates human errors—files better than the most 
expert hand filer. Saws cut cleaner, faster, truer and stay 
sharp longer. Every tooth cuts. 


Write for complete information about the Foley faire Saw Filer 
and industrial distributors’ discounts. Sold on 30-day trial. 


Foley Manufacturing Co. 
46 Main St. N. E. Minneapolis, Minn. 
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is built into 


ATLAS CAR MOVERS 


by the correct application 
of compound leverage 
. . . . a clinching sales 
argument for ATLAS 
distributors to present 
to their prospects. 


WRITE FOR DETAILS OF 
OUR DISTRIBUTOR ARRANGEMENT 


APPLETON 
CAR MOVER COMPANY 
APPLETON, WIS. 





MARVEL PRODUCTS 


Stimulate [Immediate 
Business 


MARVEL 
High-Speed Edge Hack Saw Blades 
High-Speed Edge Hole Saws 


plenty of repeat 
orders and fre- 
quent turnover. 
The profits are 
good. 

Investigate these 
modern, 


ucts at once. 
Ask also about 
Marvel metal 
band sawing 
and hack saw- 
ing machines. 
ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People” 
353 N. Francisco Ave., Chicago, U. S. A. 













Sales Tips Given 
The Armstrong Trap Magazine, 
publication of the Armstrong Ma- 
chine Works, Three Rivers, Michi- 
gan, manufacturers of steam traps, 
features in its June-July issue an 


| article by T. H. Rea entitled, “Traps 


tools | 


Just the 

you needto 
spur your cus’ 
tomers into 
quick action. | 
Their quality 
is self-evident. 
Their perform- 
ance will bring 


eco- 
nomical prod- | 


for Food Manufacturers.” This and 
other items contained in the maga- 
zine are full of information valuable 


to the salesman who desires to do a 


real job on steam traps. 
* Ok x 


Landis Machine Issues Catalog 


The Landis Machine Company, 


Waynesboro, Pennsylvania, manufac- | 


turers of thread cutting machinery 
and thread cutting die heads, has 


recently issued a new catalog describ- 


ing the new LANDMACO thread- 
ing machine, Landis Standard thread- 
ing machines and Landis automatic 
forming and threading machines. 
The new book is replete with illustra- 
tions and sales points of the different 
products listed. 
x ok x 
New Wagner Bulletin 

Multi-Speed Squirrel-Cage Motors 
is the subject of bulletin 174 released 
by the Wagner Electric Corporation, 
6432 Plymouth Avenue, St. Louis, 
Missouri. The pages are profusely 
illustrated with installation photo- 
graphs, each installation completely 


The description covers  constant- 


torque, constant-horsepower and vari- | 
able-torque motors, further classified | 


as two-speed, three-speed and four- 
| Speed motors. 


J. L. Crumley, in charge of counter sales | 


for the Moore-Handley Hardware Com- 
pany, Birmingham, Alabama. 


described as to problems involved | 
and the type of motor meeting them. | 








lline.. 


that makes 
it possible 
for you to 
concentrate 
sales effort 


Cap Screws 
Set Screws 
Coupling Bolts 
Milled Studs 





The 


Wm. H. Ottemiller Co., 





We also sell Dardelet Thread Screws 
MDA LS OP en ae 








INEW ADVANTAGES 


for distributors of 


VINCENT- 
HUNTINGTON 


Grinding Wheel 
Dressers 


Buyers today de- 
mand more than mere 
say so to prove the 
performance and econ- 
omy of the grinding 
wheel dressers and 
cutters you offer them. 


Vincent-Huntington 
products have won 
such a widespread rep- 
utation for long life 
and efficient service— 
due to the Vincent 
process of scientific 
heat treating — that 
your sales job is made 
much simpler with 
this remarkable line. 





| Every Vincent 
| Cutter Has 18 
Teeth. Count o 
Them. Write for our cata- 
log and jobbers’ price 
ecard. You will like 


our profit terms. 


THE 
VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 
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DISTRIBUTORS | 


HERE IS A FAST SELLING 
AND PROFITABLE 
LINE 


Bali Bearing 
Portable Electric 
Blower 






Order 
one on 


10 DAYS 
FREE 
TRIAL 


The new “Marvel” Model 
No. 2 Air Cooled Ball 
Bearing Blower outfit for 
$45 list. Designed espe- 
cially for all classes of 
industrial use and in big 
demand by your custom- 
ers for blowing dust and 
dirt out of machinery, 
motors, generators, 
switch boards, looms, etc. 
Liberal profits and fast 
turn over. 
Model No. 
$60.00. 








3 Sells for 


Electric 
Blower 
Company 


352 Atlantic Ave., 
Boston 9, Mass. 











1905 GtrandD 1932 | 


FLEXIBLE SHAFT 








MACHINES 
1/8 to 2 H. P. 
for 
GRINDING | 
POLISHING 
ROTARY 
FILING 
SANDING 
DRILLING 
SCREW 
DRIVING | 
— NUT SETTING’) 
and 
CHEAP Many Other 
MACHINES Operations 
ARE 
EXPENSIVE 
AT ANY 
PRICE 
BUY THE 
BEST 
IT PAYS 





SEND FOR 
56 PAGE CATALOG 


N. A. STRAND & CO. 
MANUFACTURERS 
5001 No. Lincoln St., Chicago 


beth deb! 


é 
a 


| RR EDEEEL 


C. F. “Doc” Donovan, Ralph Miller, Carl 

N. Soule and R. T. Dills, of the Klinger- 

Dills Company, Dayton, Ohio. Mr. Dills 

is vice-president and general manager, the 
others salesmen. 


Sales Executive Available 
A sales executive with 20 years’ 
experience in planning national dis- 
tribution of railroad and factory sup- 
plies, is available. He has a wide 
acquaintance with the railroads, in- 


dustrials and the jobbing trade. His | 


services are available either on the 
basis of consultation for reorganiza- 


| tion work or for direct employment 


in a sales or managerial capacity. 
Mitt Supeiies will place interested 
parties in touch with this party. 

* © 6 
Some Tips on Care of Rubber 
Belting 


During the present period many 


industrial plants are shut down either 
wholly or in part, and date of re- | 


opening is indefinite. It is essential 


| that rubber belting be protected from 


deterioration during the shut-down 


period if economical operating costs 
are to be enjoyed when plants are 
| re-opened. 


After an exhaustive study on the 


| storage of rubber products, The B. 
IF. Goodrich Company, Akron, Ohio, | 


says in a recent bulletin: 
“Belts should be stored in a dark, 


| cool (not over 70 degrees Fahren- 
| heit) place which is maintained under 


humidity conditions which are not 
too dry. 
“To further protect belting in stor- 


age the following preparation may | 


be used to treat the edges and ex- 
posed face of belts in roll form: 
One quart shellac 
One pint alcohol 
One and one-half quarts 
heusehold ammonia 
Three quarts water. 

“This solution can be quickly ap- 
plied with a whitewash brush. One 
gallon should cover about 300 square 
feet. It can be bought ready mixed.” 


necessary for success of the 








DISTRIBUTORS 


Should realize they cannot hope 
to secure increased profits, or 
quickly gain additional support 


JOINT MERCHANDISING 
COMMITTEE 


unless they proceed to put 
theory into practice and coop- 
erate more fully with those 
Manufacturers who now pro- 
tect them. We have always 


believed 


y& INDUST, 
S De au ECo, 
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MONARCH METAL COMPANY 


119 S. Lincoln Street, Chicago 


= SEE 
tHe / + 
\ Noe ai? 


. 
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MONARCH BALL METAL 
the 

‘‘Steel Process Babbitt”’ 














Another Hettrick 
Triumph / 
The New 


HETMACO 


'Stitched Canvas Transmission Belt 


HE New Hetmaco has been de- 

veloped for transmission pur- 
poses only. It resists oil to a re- 
markable degree—does not get slip- 
pery or gummy. 

3y actual laboratory tests, it 
shows less slippage and a conse- 
quent greater delivery of power 
than all other types of transmission 
belts with which it has been com- 
pared. 


Because of its wonderful strength 
and elasticity, the New Hetmaco is 
admirably suited to transmission in- 
stallations where the load is inter- 
mittent. 


Moderately priced. Guaranteed re- 


sults. A real profit maker for the 
distributor under our attractive 
plan. Write for details. 


& DIRECTORY.) 


HETTRICK MFG. CO. 


Summit and Magnolia Sts. 
TOLEDO, OHIO————— 


(See our exhibit on Page 121 of the 
{oe MILL SUPPLIES CATALOG ] 
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MILL SUPPLIES 





WOLVERINE 


Seamless 


Tubing 


Copper, Aluminum 
& Brass Tubing 
Up to 3” O.D. 


Brass & Copper Pipe 
Dehydrated Tubing 
Fabricated Tube Parts 
Copper Water Tubing 
Oil Burner Tubing 
Soldering Lugs & Sleeves 
Fin & Condensor Tubes 


Fast Delivery 
from stock 
26 Sules Offices 


_WOLVERINE TUBECO, 
SEAMLESS COPPER Zz S seamss corren 25) BRASS & ALUMINUM 

i - Detroit, 
1451 Centrat ayy) Dgtrot. 





Gbonite 


BRAKE LINING 


With Industry 
changing over to 
automotive 
brake 
blocks and shoes 
it behooves 
every industrial 
distributor to 
prepare himself 
for this new 
business. 


Braking materi- 

als for indus- 

trial equipment 

are sold in large. 

profitable units, 
for a single hoist or shovel can con- 
sume as much lining in a week as a 
truck will require in a year. 


Ebonite Brake Lining, blocks, 
and clutch facings are 
suited to industrial use, are especially 
profitable to handle — — for liter- 
ature and our Industrial Distributor 
proposition. 


shoes 
especially 


Write for Catalog Sheets 
and Discounts 


==. L.J.MILEY CO. 


INCORPORATED 
1462 S. Michigan Ave. 
~ CHICACO-wU.S.a. 


FACTORY—HUNTINGTON, INDIANA 
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